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The Most 
Rewarding 
Job in the 
World 


By S.T. W. 
Equitable Society Representative 


When | first broke into life insurance the big problem 
was how to get people to take advantage of it. Then it 
struck me that I was approaching people from the wrong 
point of view. That was to make money for myself. I 
suddenly realized that insurance was just as important 
to society as medicine or law—that its function is to help 
assure the economic “health” of the community —and 
that insurance is the easiest and most sensible way for 
the average man to make his future secure. 

When you approach a prospect on that basis— when 
what benefits him most is your primary aim—your own 
rewards come automatically. And one of those rewards 
is the warm feeling you enjoy from helping people to 
help themselves. 

Bennett Wallace, now a junior partner in our lead- 
ing law firm is a good example. Ben may never have 
made it if it weren’t for the Equitable Education Endow- 
ment Plan his father took out when Ben was born. You 
see, his father died only a few years later, but Equitable 
took care of Ben’s future. 

I’m glad I’m an insurance man. I’m proud of the 
regard my friends and neighbors have for me. And I’m 
proud of my company. The Equitable Life Assurance 
Society is a great organization of men and women who 
work together to help keep our country the best place 
in the world to live in. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts 
from the files of the Federal Bureau of Investigation... another 
public-service contribution to his community by The Equitable Society 
Representative. 


EVERY FRIDAY NIGHT * ABC NETWORK 


One of a series of (tvartanmedie illustrating how a rep- THOMAS | BK R K IN 50 N, President 


resentative of The Equitable Life Assurance Society serves 
his community by selling life insurance. 
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You'll sell more, 
when you sell four; 
especially ... 


TER-OCE: 

















A clover with four leaves is 
good luck. And an agent with 
four types of insurance is good 
business. Today, it takes four 
types to meet the ever-increasing 
demands for personal protection. 


og INTER-OCEAN has the four! Life, 
[| Disability, Hospital, and Medical Expense. 
® And all four are based on INTER-OCEAN’s 
sound principles and modern ideas. 
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LIFE 

DISABILITY 
HOSPITAL 
MEDICAL EXPENSE 










INTER-OCEAN INSURANCE COMPANY e Established 1903 e Cincinnati 2, Ohio 











Y Complete- 


A personal insurance service! 









lV] Life 
lv] Health 
lv] Accident 


lV] Group 
lV] Salary Savings 


V) Fr anchise 
lV) Hospitalization 


Me VV Wholesale 
Medical and Surgical V) Br okerage 









VW Reinsurance 





Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $365,000,000.00 
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well-balanced 


l-balanced company is, we believe, a company 


f 
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. . whose financial position is strong 
. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. whose policy contracts include all funda- 
mental coverages... 


It i 


n 


a company 
. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 








The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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Non-Medical Death 
Rate May Not Be as 
Good as It Looks 


Underwriters Warned of 
Added Anti-selection Risk 
in Current Liberal Trend 


NEW YORK—Studies made by New 
York Life appear to indicate that the 
conventional way 
of comparing med- 
ical and non-medi- 
cal mortality tends 
to understate the 
amount of excess 
mortality resulting 
from elimination of 
medical examina- 
tions and that the 
true amount of ex- 
cess mortality on 
non-medical b u si- 
ness “may be larg- 
er than we sus- 
pect,” said Vice- fv. 
president James T. B 
Phillips of New York Life at the an- 
nual meeting of the Home Office Life 
Underwriters Assn. He warned that 
current more-liberal non-medical amount 
limits may intensify considerably the 
anti-selection problem. . y 

The usual way of comparing medical 
and non-medical mortality is to get to- 
gether a group of medical business with 
issue ages and issue years that corre- 
spond to those for the non-medical busi- 
ness. But this method introduces vari- 
ables which would distort the final 
figure. For example, the medically ex- 
amined group would contain all the 
borderline cases which were not quite 
acceptable under the non-medical rules. 
It was also found that the ratios of non- 
medical to medical mortality would have 
been understated by about 8% if the 
data had not been separated by sex. 
Many other factors, such as_ plan, 
amount, and medical history, were found 
to influence the comparison. 


Several Facts Revealed 


The study on this controlled basis in- 
dicated that the aggregate level of mor- 
tality for standard medical policies 
issued on plans that were eligible for 
non-medical consideration was just 
about the same as that on the plans 
which were ineligible for non-medical 
insurance. There was also found to be 
no appreciable variation in mortality on 
medical policies issued for amounts of 
$5,000 or less compared with those for 
amounts exceeding $5,000. 

When the non-medical mortality was 
compared to these carefully screened 
blocks of medically issued cases, the 
ratio was found to vary from 97% 
when no adjustments were made to 
117% when adjustments for sex and 
medical history were introduced. 


Charts Show Equivalents 


Mr. Phillips presented charts giving 
the amounts of insurance for which an 
expense saving of $7.50 per policy will 
offset excess mortality. The $7.50 figure 
was assumed as the average non-medi- 
cal expense saving, for the illustrative 
purposes. For example, for a 30-year 
old man the chart shows that with a 
5% mortality excess lasting for five 
years, the expense saving would justify 
the issuance of $27,000 on the non- 
medical basis, whereas with a_mortal- 
ity excess of 20% for 10 years only 

(CONTINUED ON PAGE 18) 


Phillips 





NORTH CENTRAL ROUND TABLE 





School of Life Insurance 
Advertising Is Envisioned 


By WILLIAM T. GESSING 


ST. LOUIS — Perhaps the meatiest 
of a number of nourishing comments 
delivered at the north central round 
table of Life Insurance Advertisers 
Assn. came in the summation of the 
two-day program in which Harry S. 
McConachie, president of L.I.A.M.A., 
suggested creation of a school of in- 
surance advertising of an ambitious sort. 
What the American Mutual vice-presi- 
dent visualized was something similar 
to the financial officers’ seminars of 
American Life Convention that have 
proved so successful. The course Mr. 
McConachie was describing would be 
different from the briefer editorial and 
sales promotion workshop of L.I.A.A. 
He pictured the advertising school being 
conducted in cooperation with some 
leading university. It was his idea that 
the lecturers include experts on all re- 
lated subjects. : 

There was an overall attendance of 
50 and the novel theme of ‘“What’s 
Cooking?” was hewed to closely from 
start to finish. The session was opened 
by John P. White, Lincoln National, 
chairman of the round table. The ad- 
vertising men’s ingenuity was evident in 
the 6 x 12 mounting-board to the rear 
of Mr. White, at the top of which was 
a large picture of him in cook’s cap and 
reading from a book, the title of which 
was “100 L.A.A. Recipes.” In each of 
a number of pans tacked on the board 
were written the subjects on which 
ideas were to be presented hot off the 
griddle. These graphic details were 
worked out by Martin J. Mullen, Gen- 
eral American. 

Keynote address was given by the 
colorful William Veeck, president of 
the St. Louis Browns, a foremost idea 
man who described the various de- 
vices he has used to win fame and in- 
creased attendance at ball games and 
to get his team publicized in the major 
magazines of the country. 


Mullen Ladles First Dish 


First man to ladle out a hot idea was 
Mr. Mullen, who described how the 
nearest field office is required to make 
a call upon each policyholder turning in 
a change of address card. The agent 
calls on the policyholder for a friendly 
visit with no attempt to sell additional 
business. After presenting this idea, Mr. 
Mullen donned a large chef’s cap and 
each speaker after him donned similar 


garb. 

William C. Ellis, American Mutual 
Life, told how his company uses the 
same art work on several pieces of lit- 
erature — on advertising proposals, 
house organs and annual reports. This 
results in a great saving in the cost of 
art work and also gives the series a 
“family appearance” that has proven of 
value. 

On the subject of using advertising 
agencies, Chairman White said that 
more life companies are now using their 
facilities. He reported that difficulty is 
often experienced in the copy because 
the agency’s writers are not too familiar 
with life insurance terms, so that the 
copy must be rewritten. Robert E. 
Templin, Northwestern Mutual, said his 
company often uses free-lance copywrit- 
ers in advertising and that these people 
have to be educated to do the job. Har- 
old Allen, Fidelity Life, uses outside 
help, usually paying them by the hour. 
Wayne Bishop, Pacific Mutual, said his 
company’s experience has been similar 
to that of Northwestern Mutual. The 


company takes copywriters to educa- 
tional seminars, agency meetings and 
has agents call on them as part of edu- 
cational preparation. Edwin P. Leader, 
Bankers Life of Iowa, commented that 
unless the advertising agency can save 
enough to justify its fee it is a bad deal. 
He commented the advertising agency 
does know where to get the proper man 
to do a job and saves a lot of shopping 
around tor men to do certain specific 
tasks. Jack Morris, Business Men’s As- 
surance, discussed how helpful the ad- 
vertising agency can be. 

At the luncheon, A. L. Cawthorn- 
Page, Metropolitan Life, Ottawa, Can- 
ada, president of Life Insurance Ad- 
vertisers Assn., discussed the many 
projects of the group and urged attend- 
ance at the 1952 annual meeting at 
Montreal, Sept. 28-Oct. 1. 


Leader on National “Ads” 


Mr. Mullen presided at the afternoon 
business session. Mr. Leader demon- 
strated through the use of a slide film 
machine the importance and effective- 
ness of advertising in national maga- 
zines. He demonstrated that national 
advertising can be “local” by getting 
into many of the homes in the agent’s 
city and convincing proof that insurance 
buyers read the national magazine ads. 
He suggested that the companies use 
insurance business papers to sell na- 
tional advertising campaigns to their 
agents and that the big national circu- 
lation publications come into the insur- 
ance trade press to sell their value to 
insurance companies. 

‘Roy Landstrom and Douglas Johnson 
of Mutual Service Life of St. Paul, de- 
scribed how their company uses the 
trademark “The Provider” on all its lit- 
erature and sales brochures and for their 
policies. 

Robert T. Griffith related how Busi- 
ness Men’s Assurance used a combined 
ruler and pencil sharpener to exploit a 
student accident policy and a combina- 
tion magnifying glass and letter opener 
to. exploit the idea “Let B.M.A. Mag- 
nify Your Personal Protection.” He re- 
lated that his company has sold 18,000 
of the rulers to agents at 10 cents each, 
cost to the company 11 cents, and 35,000 
of the letter-openers at 5 cents each, 
expecting to sell another 20,000 to its 
700 agents. The letter-openers cost the 
company 9 cents aniece. 


Pre-approach Letter File 


Mr. Templin related how Northwest- 
ern Mutual discovered the need for a 
pre-approach letter advice for agents 
and got together a portfolio including 
160 successful letters actually used by 
agents and indexed so that the agent can 
get the type of letter he needs for a 
specific situation. 

Opening a discussion of home office 
tours, Mr. Cawthorn-Page related how 
at the Canadian office of Metropolitan 
the relatives of head office personnel 
were invited into the office for a visit 
and tea following engraved invitations. 
This was followed up by inviting impor- 
tant groups of men and women from the 
city to visit the office on three after- 
noons with an average attendance of 
250. It developed that State Farm, 
General American and Bankers Life of 
Iowa have carried on similar programs. 
Mr. Mullen said General American uses 
such tours to recruit home office work- 
ers from among high school students. 
Raymond C. Cheever of State Farm 
Life, said his company brought in 600 

(CONTINUED ON PAGE 18) 





Don't Be Lulled by 
Improved General 
Mortality: Webster 


Selection Men Must Still 
Translate It into Better 
Insurance Experience 


NEW YORK—Whether it is regard- 
ed as a science or as an art, underwrit- 
ing must be adaptable to changing con- 
ditions; and advances in techniques do 


not take the place of common sense in 
underwriting, said 
Andrew C. Webster, 
manager of selec- 
tion of Mutual Life, 
in his presidential 
address at the an- 
nual meeting of the 
Home Office Life 
Underwriters Assn. 

One of the chang- 
ing conditions the 
underwriter has to 
deal with, Mr. Web- 
ster said, is the im- 
provement in gen- 
eral mortality. This 
should not cause 
underwriters to relax their vigilance but 
they should see that it is reflected in an 
improvement in life insurance mortality. 


A. C. Webster 


Circulatory Impairments 


Much remains to be learned about 
circulatory impairments and it has been 
suggested that a new pattern of circu- 
latory impairments may be emerging, 
that more of the population than has 
been’ realized is suffering from them, 
and that despite their prevalence there 
is a significant decrease in the mortality, 





OFFICERS ELECTED 


President — Marshall —L. 
Home Life of New York. 

First Vice-president—John C. Archi- , 
bald, Bankers Life of Iowa. 

Second Vice-president—H. R. Laurie, 
London Life. 

Secretary—Thomas K. Dodd, Con- 
necticut Mutual. 

Treasurer—George A. Pillman, Mu- 
tual Benefit Life. 

Editor—Arthur Faulkner, Massachu- 
setts Mutual. 

New council members—Ewart Var- 
don, Crown Life; John Huebner, Penn 
Mutual; W. R. Marshall, Paul Revere, 
James Q. Taylor, Northwestern Na- 
tional. 


Cleaves, 





said Mr. Webster. He asked whether 
underwriters have managed to differen- 
tiate between a serious condition and 
an insignificant condition as well as they 
might. 

“Are our classification methods too 
rough and ready and is there another 
approach?” he asked. “I am not sug- 
gesting that we are wrong. I am only 
suggesting that we try to keep an open 
mind as well as a sound judgment.” . 

As an example, he wondered: how 
many of H.O.L.U.A.’s founders would 
have been willing to contemplate the 
possibility of doing a successful non- 
medical business all over the country 
under the rules that many companies 
have today. Such liberalized practices 
are to the underwriters’ credit and per- 
haps some of the answers sought today 

(CONTINUED ON PAGE 19) 
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Cream of Equiowa | 
Field Gathers at 
Florida Conference 


The more than 250 agents and gen- 
eral agents qualified for attendance at 
the joint agency, President’s and Or- 
ganization club convention of Equitable 
Life of Iowa at Hollywood Beach, Fla., 
were given some real news to carry 
home with them in the form of a com- 
plete new series of policy contracts 
headed by a competitive special whole 





R, E. Fuller 


F. W. Hubbell 


life policy. A description of this and 
other new policies and provisions an- 
nounced by the company is to be found 
in the “Policies” section of this issue of 
THE NATIONAL UNDERWRITER. 

On two days there were joint sessions 
of the President’s club consisting of 
company leaders in paid premium during 
two preceding calendar years, the Or- 
ganization club, composed of the lead- 
ing general agents of the company and 
the Agency club. Ray E. Fuller, agency 
vice-president, was the officer in charge 
of all sessions and was kept feverishly 
busy presiding at the opening joint ses- 
sion, at the convention banquet and at 
the general agents’ session. F. W. Hub- 
bell, president, covered many phases of 
company operations in an address before 
the three clubs. 


Recognition for Leading Producers 


Considerable special recognition was 
given to attainments of leading produc- 
ers. W. D. MacKinnon, actuary, distrib- 
uted additional renewal awards in recog- 
nition of high conservation ratios. Mr. 
Fuller presented honor scrolls to the 
general agents and agents whose 1951 
record entitled them to be officers of 
the various clubs as follows: 

President’s club, R. H. Sheldon, Los 
Angeles, president; W. H. Robbins, Ko- 
komo, Ind., vice-president; E. F. Fendt, 
Chicago, secretary. Agency club, H. L. 
Hogan, Cincinnati, president; A. Free 
man, Mason, Philadelphia, vice-presi- 
dent, and H. J. Miller, Philadelphia, sec- 
retary. Organization club, F. A. Smart, 
Detroit, president and the heads of the 
Griffin, Ingram & Pfaff agency of Chi- 
cago, as vice-presidents. 


Honor Fieck and Bell 


Two veterans of the field were recog- 
nized at the banquet. Harold R. Fleck, 
Albany, N. Y., an agent since 1933, was 
introduced as a 1952 member of the Hall 
of Honor, the highest recognition attain- 
able by an Equitable field representative. 

Hugh S. Bell of Seattle was presented 
as the winner of the 1952 Master Agency 
Builder award, the highest attainable by 
a general agent. This is the fourth time 
Mr. Bell has won that award in his 25 
years at Seattle. 

Individual recognition was accorded 
to a large group of veterans of the 


Equiowa One-a-Week Club. Women 


agents who had earned club membership 
were also individually recognized. 

Field men addressing the joint meet- 
ings included L. M. Daniel, St. Paul; 
T. R. Hawkins, Detroit, and C. J. Am- 
stutz, Youngstown. In addition to 
President Hubbell, Mr. Fuller, and Mr. 
MacKinnon, other officers to speak 
were A. O. Groth, associate actuary, 
and E. E. Smith, assistant agency vice- 
president. Holgar J. Johnson, president 
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of Institute of Life Insurance, was the 
featured speaker at the joint sessions. 

Members of the President’s club met 
under C. O. DuBois, assistant superin- 
tendent of agencies, in a session featur- 
ing panel and round table discussions. 
The two speakers were R. J. Harrison, 
Pittsburgh, and H. L. Harvey, Detroit. 

The Organization club spent consid- 
erable time in instruction seminars un- 
der Mr. Smith and E. E. Cooper, assist- 
ant agency vice-president; J. R. Ward, 
superintendent of agencies, and S. A. 
Swisher, field supervisor. The new busi- 
ness insurance sales plan was_ in- 
troduced. Recruiting was also discussed 
in the forum under Mr. Cooper with par- 
ticipants being H. S. Brownlee, Pitts- 
burgh; N. C. Day, Davenport, Ia.; Dr. 
R. R. Simmons, medical director, and 
Mr. Fuller. 

There were 30 in attendance at the 
traditional breakfast of the Equiowa 
chapter of C.L.U. 

The next biennial convention of the 
clubs will be in New Orleans in April, 
1954. 


Trust Officer Too Often 
Cleans Up Agent's Mess 


A former life insurance agent, now 
trust officer of the Mercantile Trust Co. 
of St. Louis, William A. Berryman, told 
the Life Underwriters Assn. of St. Louis 
that in his work he comes across many 
instances in which insurance agents 
have been derelict in their duties to 
their own and their clients’ disadvan- 
tage. Mr. Berryman said he has noted 
a number of instances where the agent 
has done a good job at the outset and 
later failed to keep in touch with pol- 
icyholders. He added that the years 
have brought entirely new situations 
that make the original life insurance ob- 
solete and insufficient. 

He said there are numerous instances 





in which an agent has thought he has 
given proper consideration to the mari- 
tal deduction angles of the estates, but 
hasn’t actually tied this in properly with 
the other properties of the insured. The 
great advantage to all concerned if the 
agent will confer with the trust officer 
so that they can -dove-tail their work 
for the benefit of their mutual client 
was also stressed. Mr. Berryman con- 
cluded that every life insurance agent 
should carefully reexamine the life cases 
he has written prior to the enactment of 
the marital deduction legislation. 


WSB OKs Most Employer, 
Union Health, Welfare Plans 


WASHINGTON — WSB has _s ap- 
proved about 75% of 8,514 health and 
welfare plans received from employers 
and unions. Of the remaining 25%, 450 
cases have been acted upon, but a back- 
log of 1,500 cases remain to be ex- 
amined. More than 150 reports are 
coming in daily. 

Since issuing its pension regulation 
late in February, the board has received 
130 pension reports. Of approximately 
100 screened, 60 have been approved. 


Survey 4,000 C.L.U.s 


American College of Life Underwrit- 
ers with the cooperation of L.I.A.M.A., 
will forward confidential questionaires to 
approximately 4,000 C.L.U. designates 
in an “inventory-taking” survey to de- 
termine the practicability of such an 
educational program on the college 
level for life insurance producers. 


Pierce Ins. Co. in Okla. 


Pierce Ins. Co. of Los Angeles has 
been authorized to write life insurance 
in Oklahoma. Arthur Scott, Oklahoma 
City, is general agent. 











<The 
COMMONWEALTH 


Commentary 


On Our Way! 


Reports for the first quarter show that Common- 


wealth is well on its way toward 600 millions of 


insurance in force — the goal set for 1952. 


New business for the first quarter of this year is 


30.9% greater than for the same period of 1951. 


Even more outstanding, however, is the gain in 


insurance in force — which exceeds by 51.8% the 


comparative figure for last year. 


INSURANCE IN FORCE, April 1, — $554,416,874 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © COUISVILLE, KY. 


The Doorway to Security 


———— 





LIAMA Has A. & H. Booklet 
Showing Need for Coverage 


“The Third Hazard,” a motivating 
booklet for the agent selling A. & H. 
and life insurance, has been published 
by Life Insurance Agency Manage- 
ment Assn. In narrative style, it shows 
that disability coverage is a necessary 
part of a complete personal insurance 
program. It is the story of a man with 
very adequate life insurance coverage 
and his financial collapse following a 
disabling accident. The same picture, 
with the A. & H.-life agent on the 
scene, illustrates the value of a bal- 
anced program providing for all hazards, 
disability as well as death and old age. 

It also points out the advantages to 
the agent who sells A. & H. to his life 
policyowners. A concluding chapter 
underlines the reasons why men buy 
A. & H. insurance. 





Make Prospect Remember 
You, Wallis Boileau Advises 


To be a happy success in the busi- 
ness, Wallis Boileau, vice-president of 
Penn Mutual, told San Francisco Life 
Underwriters Assn. to recall the old 
song, “Give Me Something to Remem- 
ber You By’”—which, he said, is a 
proper attitude of a prospect or client 
toward the agent. Title of his talk was 
“Remember Me” and he gave an outline 
of human traits and frailties to make his 
point. He scorned the apologetic ap- 
proach as being completely devoid of 
any reason for a prospect remembering 
the agent—favorably. He cited service, 
frequent contacts, an optimistic, helpful 
personality and attitude as the prime 
requisites for having the policyholder or 
prospect retain a favorable remembrance 
that will develop centers of interest and 
additional business. 


Try to Understand Prospect 


Instead of the agent feeling that the 
prospect “does not understand me,” he 
should endeavor to understand the pros- 
pect. He said that “forgetting” a client 
is the poorest type of public relations for 
the producer and the insurance business. 

The demand for life insurance, under 
existing economic conditions, will con- 
tinue to grow in this country, Mr. 
Boileau emphasized, principally because 
life insurance has an unprecedented op- 
portunity to provide the needs of the 
American family in view of the lessen- 
ing opportunities for the people to ac- 
cumulate wealth. 

William W. Bullwinkle, Guardian 
Life, will be the next president of the 
San Francisco association succeeding 
Ray Deston, John Hancock. Next 
month’s meeting will be held May 8 
to avoid conflict with the life insurance 
forum scheduled for May 15 at Berke- 
ley, sponsored by the Oakland-East Bay 
C.L.U.’s. Mr. Deston also announced 
that the June 19 meeting, when the elec- 
tion will be held, will be a breakfast 
meeting. This will be an “experiment” 
to offset the present problem of high- 
cost luncheons, which has held attend- 
ance down. 


N. Y. CLU Forum Hears 
Distinguished Authorities 


NEW YORK—The New York City 
C. U. chapter’s annual forum on 
current economic and social trends drew 
a large attendance. The audience came 
away with the stimulating knowledge 
that they had heard some of the top 
authorities in their fields. 

Speakers were Benjamin J. Butten- 
weiser of Kuhn Loeb & Co., a con- 
sultant to the State Department; Robert 
S. Byfield, economist and member of 
the New York Stock Exchange who 
represented the exchange at the sixth 
session of the United Nations General 
Assembly; and Lieutenant-General 
Leslie R. Groves, famed for having had 
charge of the original atomic bomb 
project. 

Moderator was Harold M. Stewart, 
executive vice-president of Prudential. 
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In-Force Rankings of Life Companies Shown 


Total insurance in force in United 
States and Canadian old line legal re- 
serve life insurance companies reached 
a new high of $280,625,542,796 at the 
beginning of 1952. Ordinary insurance, 
excluding group, rose from $168,616,- 
564,501 the previous year to $181,- 
198,626,368, an increase of 7.5%; indus- 
trial increased from $34,944,140,701 to 
$36,364,872,294, 4%; and group insur- 
ance from $54,832,137,360 to $63,062,- 
044,134, 15%. : ; 

A glance at the following ranking 
table reveals interesting changes in the 
relative positions of a number of com- 
panies. The Travelers has gone from 
sixth place to fifth, regaining the posi- 
tion lost in 1943. Aetna Life is the sev- 
enth company to reach the 10 billion 
mark. fap 

Companies with over a billion dollars 
insurance in force now number 43, com- 
pared with 39 last year, by the addition 
to this group of Franklin Life, North- 
western National, Jefferson Standard 
and Reliance Life. Falling just short of 
the billion dollar mark were the Home 
Life and the Guardian. ; 

In the first 50 companies, the Occi- 
dental advanced from 17th to 14th place; 
Pacific Mutual, 38th to 35th; Franklin 
Life, 43rd to 38th and Minnesota Mu- 
tual, 53rd to 50th. In the next 100 
companies, the following companies 
found themselves at least 10 places near- 
er the top: Old Republic Credit from 
67th to 54th; United States Life, 76th 
to 66th; Central Standard, 126th to 90th 
(merged Illinois Bankers Life); Inde- 
endent L. & A., 105th to 93rd; United, 
1l., 130th to 109th (merged All States 
Life, Ala.); Security L. & A., 136th to 
126th; North American Life & Casualty, 
from 144th to 129th; Credit Life, from 
148th to 137th; Bankers Life & Cas- 
ualty, from 181st to 149th. * 

Quantity prices for reproductions of 
the above table in folder form: 


Quantity Each Total 
50 6c $ 3.00 

100 5c 5.00 

250 4c 11.25 

500 3Y%4c 17.50 
1,000 3Y%4c 32.50 
2,500 3c 75.00 
5,000 234c 137.50 
10,000 2%4c 225.00 








Gymnasium Needed to Hold 
Attendance at Decatur Meet 


So successful in drawing attendance 
was the sales congress of the Decatur 
Assn. of Life Underwriters this year 
that the attendance of 1,000 forced its 
being moved from its original location 
in the Hotel Orlando to the high school 
auditorium and then, because of lack of 
space even there, to the high school 
gymnasium. 

Chairman of the event was Eugene 
Lashbrook, National Life of Vermont. 
Caravan chairman was Chester D. 
Walker, general agent American United 
Life. Speakers included H. L. Nutt, di- 
rector of the marketing institute, Purdue 
University; Charles L. Pate, division 
supervisor in the field training division 
of Metropolitan; Insurance Director 
Day of Illinois; Kenneth L. Keil, Penn 
Mutual, Springfield, president of the 
Illinois association; J. Harry Wood, 
professor of management Washington 
University, and Frank Bettger, author 
and salesman. 


A.M.A. Conference May 19 


Attendance of 700 buyers and insur- 
ance people is expected at the spring in- 
surance conference of American Man- 
agement Assn. in New York City on 
May 19-21. Experience with catastrophe 
medical coverages will be discussed by 
A. Wilson, underwriting manager 
A. & H. department of Liberty Mutual. 
James P. Murtagh, New York attorney, 
will discuss the influence of taxes on 
business life, self-insurance and trusteed 
funds. 





to 









Figures in right hand column include 
industrial and group if written 
Total 1952 1951 
Insurance 29 29 
1951 1942 In Force 
1 Metropolitan Life ............. $48,511,523,474 
Industrial ...... $10,693,315,787 30 31 
GROG ciecedcns 14,630,084,931 
2 2 PRUEEAN fe Sec dc ceewecoseceues 36,302,672,606 31 30 
Industrial ...... 8,017,479,668 
GeGSee © nk cece sc 6,443,205,896 32 33 
3 3 Bepentabies Ne Wee cise cecuvess 17,103,975,341 
QPOWD. ce ccccses 8,843,177,305 33 32 
4 6 John Hancock ....scceccccscces 12,390,254,289 
Industrial ...... 2,669,893,038 34 34 
COG soos cece 2,839,783,906 35 38 
6 5 Travelers ...ccccccvcccccccccces 11,386,827,634 > 
Group ........ 7,452,439,821 36 35 
5 4 Wow Wook LG... oc cccccceccces 11,006,299,269 37 36 
Group ........ 87,798,160 38 43 
7 7 POE TAS ct edinsceeiecnteues 10,462,547,432 
BEOGE csascccucs 7,516,789,728 ba 
8 8 INS Wa Multale.<. << ccc ceccacess 6,560,726,220 39 37 
9 10 SU COMI ido ce cecnccccuheees 4,801,516,304 
Group ...<ssss%- 1,253,529,347 40 39 
10 9 Mutual Life, Ni Y.ccccccccccese 4,515,723,529 F 
11 16 Lincoln National ...........+.. 4,254,724,521 41 40 
GROUP ..ccccccce 231,772,68 
12 15 COU, Gonetel. cs veccscswcue 4,210,436,083 42 42 
ROUW 6 accessce 2,318,662,875 43 41 
13 13 Mass. Mutual ..........-eeeeeee 3,373,293,150 
Group .......... 188,388,451 44 44 
17 28 Occidental, Calif. ...........00- 3,265,853,972 , 
Group .........- 1,267,714,453 45 45 
15 14 New England Mutual........... 3,134,502,996 
14 11 Mutual Benefit, N. J.........0.- 3,098,126,726 46 46 
16 12 Pemn Mutenl, Pasi cccccceccccccs 3,045,382,545 
18 22 «National In. & A.....ccccsecscess 2,891,772,678 47 47 
Industrial 1,742,907,502 
Group .......... 42,610,800 48 49 
19 21 Amer. National, Texas.......... 2,361,946,715 
Industrial ...... 1,224,607,414 49 48 
GROUR <ccccccccs 60,202,647 50 53 
20 19 Western & Southern............ 2,358,715,239 
Industrial ...... 1,179,819,063 51 52 
GROUP .ccecdcace 24,793,850 
21 18 Cometh, TNE. cccccccdvececesss 2,273,170,774 
22 25 London Life, Can............... 2,209,736,250 52 51 
Industrial ...... 496,952,513 - 
GQYOUE <ccccccecs 236,545,188 53 50 
24 47 Continental Assur. ............. 1,823,066,723 
Group ....cccece 1,003,949,813 54 67 
23 24 Bamiere, TOWS .ccccccecrccesees 1,677,132,079 
GFOUP 2c cccccses 360,883,941 55 60 
26 29 Great-West, Can. .........eeee0- 1,583,699,739 
Group .......... 295,413,496 56 59 
25 17 Union Central, Ohio............. 1,479,429,823 
GRGGD ccc cceces 20,994,396 57 58 
27 20 Provident Mutual .............. 1,447,566,452 
28 30 State Mutual, Mass............. 1,391,482,307 
GQROUN 6siscccncs 238,312,613 


1942 
31 


34 


52 


Total 
Insurance 
In Force 
Elle. 06 Ws ca cckiencccsccs 1,369,042,580 

Industrial 522 32 





COE cccencaceas 

Manufacturers, Can. ~....cccer. 1,355,623,853 
CGE | as.ccc ccolicass 53,387,108 

Cama Bate Ca 6 vs. idicecciceus 1,355,241,526 
Co Peer 05,263,495 

Mutual Bile, Cetin cvcsscccccecee 1,268,542,113 
QOS sé cccesacs 115,604,659 ' 

General American ........s.ee- 1,261,475,338 
GROG hve cvs ned 850,900,164 

Wentioneal TAGs, . Weis ccccccccecves 1,220,252,641 

Pacific Mutual, Calif............ 1,208,616,015 
CHRUMIIN Ghais.ec.cieces 256,761,260 

Phoenix Mutual, Conn.......... 1,167,401,427 

Equitable, Iowa 1,161,541,991 

DE BOD Sc ctkeweiccéscesic 1,135,385,687 
Industrial ...... 48,030,723 
Cr) Se eee 4,441,300 

Confederation Life ............ 1,134,613,034 
GR ewe acceuce 252,015,33 

Acacia. Muttal, D. C.nc.ccccccce 1,129,408,554 

esedccaces 3,200,35 


1,055,976,608 


1,038,906,186 
1,021,458,024 


GIOMR do cencceies 
Jefferson Standard ............ 
Metietee Walley: Pas. ccciscccesac 


GROW bs cxcsewes 3,409,268 
pg As. a ee oe 994,198,061 
GQIORD  sccccccace 30,023,217 
CU I Biesncviccciscccdns 971,289,727 
Cet, sacceeewee 7,801,719 
Hanaga City Life. sc. ccccccccccs 891,360,030 
So eee 1,093,700 
Southwestern Life .............. 891,107,312 
Co eee 101,677,129 
Peres En @ Bivisdicesccacene 889,277,774 
CE Ske cnecsus 664,896,198 
United Benefit, Neb............. 877,777,291 
GEO ecteceeecs 32,832,205 
Minnesota Mutual ............. 829,881,905 
WOU sccccceecs 245,018,791 
Leite GF GOGeGihs so sicccccccccaccee $21,964,811 
Industrial ...... 686,840,003 
GROG. wevcecccesd 138,620 
Crowe Ed0G; COticcis svccccccce 821,114,727 
Co See 53,529,725 
Life & Casualty, Tenn........... 820,255,167 
Industrial ...... 497,497,354 
GR cacacvcecs 972,500 
Old Republic Credit............ 784,534,958 
ROU oc cccusess 37,989,473 
Cuna Mutual, Wisc.............. 749,920,813 
GROG cccccccces 733,762,366 
Liberty National, Ala........... 749,164,589 
Industrial ...... 503,374,274 
Calif.-Western States .......... 720,287,453 


Group 177,106,621 


(CONTINUED ON NEXT PAGE) 























Batting Average 


Many underwriters do bookkeeping on their individual 
sales, a careful record of the number of prospects they 
start with, how many pre-approaches, calls, interviews, 
sales talks, commissions. From these records they can 
figure out how many dollars a call is worth to them and, 
conversely, how much money they lose by not making 
a call. 


Thousands of other Americans continuously carry on 
a study of this kind in another field. Baseball enthusi- 
asts keep or read the score of every game in the playing 
season. They learn how many times each player was at 
bat and how many hits, runs and errors he made. From 
these scores are figured “averages” for every player in 
the big leagues, batting, fielding, pitching averages. 


Some idea of the universality of this custom may be 
had when we think how large a proportion of the national 
conversation it holds. Recording the baseball averages is 
the most popular large-scale analysis there is. The aver- 
ages ultimately help to decide the size of the salaries in 
a very big business. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














Minnesota Sales Congress 
Plays to Audience of 800 


MINNEAPOLIS—“A lot of hard 
work” is the secret of Richard Ames, 
Penn Mutual, St. Paul, to account for 
writing $1 million worth of life insur- 
rance in his first year at the business, 
he told the sales congress of Minnesota 
State Assn. of Life Underwriters. Mr. 
Ames was a professor of literature with 
a Ph. D. at LaSalle College when he 
decided to enter life insurance. He was 
one of eight speakers at the congress 
attended by about 800 guests. Another 
speaker who quit college work to enter 
life insurance was Arthur Grangaard, 
formerly coach at St. Olaf College. 


Nusbaum Replaces Hiller 


Walter Hiller, Penn Mutual, Chicago, 
chairman of the Million Dollar Round 
Table, was ill and unable to be present 
and his place was taken among the 
speakers by Jack Nussbaum, Massa- 
chusetts Mutual, Milwaukee, trustee of 
N.A.L.U. Other speakers were Lor- 
raine Sinton, Mutual Benefit, Chicago; 
Louis T. Stearn, Northwestern Mutual, 
and Donald Darby, Aetna, of Minne- 
apolis, and Paul Chelgren, North Amer- 
ican L. & C., Indianapolis. 

Orrin Johnson, Mankato, was elected 
president of the Life Insurance Leaders 
of Minnesota. Other officers are Leland 
Stone, Minneapolis, vice-president, and 
Carl Ganch, Fairmont, secretary-treas- 
urer. 


N. W. Mutual Leaders 


The Big Ten in sales among the gen- 
eral agencies of Northwestern Mutual 
for the first quarter were Willard L. 
Momsen and J. Lowell Craig, Milwau- 
kee; P. T. Allen, Buffalo; Jamison & 
Phelps, Chicago; F. R. Olsen, Minne- 
apolis; Roger Clark, Pittsburgh; B. J. 
Stumm, Aurora, IIl.; Krueger & David- 
son, New York; A. C. F. Finkbiner, 
Philadelphia, and John R. Mage, Los 
Angeles 
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@ Health & Accident 
@ An Unusually Complete Line of Juvenile Policies 


@ Substantial Ist Year Commissions 


@ Lifetime Compensation 
@ Production Bonuses 

@ Liberal Disability Income 
@ Substandard Service 


Barnes, 


@ Up to 9 Years Vested Renewal Commissions 


@ Quick Sale Packages Plus The Famous ‘Insured 
Savings” Plan 





lst 





V.P. 


with 
"MONEY 
SAVER" 


The ease of presenting 
this unique savings plan 
makes it particularly at- 
tractive to the alert 
underwriter interested in 
building a_ substantial 


income. 





COLUMBUS 15, OHIO 


and Director of 


THE QHIO STATE LIFE 


Agencies 


vice-president, and George Lenzen, Mu- 
tual Benefit H. & A., secretary. 
The association is planning a sales 


congress May 2. Four _ outstanding 
speakers have been_ secured, and 
A. & H. men from all over eastern 


Iowa have been invited to attend. 


Hear Business Bureau Man 


A. & H. Managers Club of Los An- 
geles heard Robert Bauer of the Los 
Angeles Better Business Bureau outline 
the activities of the bureau and espe- 
cially its service to insurance industry. 
The club voted that its public relations 
committee should work with the bureau 
in its efforts to promote better business 
practices. 

It was decided to give full support to 
Los Angeles Greater Insurance Day. 
The club will put on a panel similar to 
that of last year. 

William E. Lebby, Massachusetts In- 
demnity, for many years one of the most 
active members of the club, was elected 
to honorary membership. 


Merit Award to N. Y. Life 


New York Life has been given the 
award of merit by the American Music 
Conference for the most effective use of 
a musical theme in advertising non- 
musical products or services. The prize- 
winning ad, headlined “An Ear for 
Music”, depicted a young lady at a 
grand piano. The copy was tuned to 
her concert opportunity made possible 
by the foresight of her father in buying 
life insurance. 





New York Life recently purchased 
10,000 shares of $5 preferred stock 
of Carolina Power and Light Co. Sun 
Life of Canada bought 5,000 shares. 
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My Dad’s a 
Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet 


cers 

- Rapids 
Maupin, 
surance, 
ph Mc- 
al Life, 


. to understand fully how his father, as a life under- 


writer, serves his friends and neighbors. As he grows 


older, he will come to know how people depend upon 


eastern : i , : } 
his father for advice and counsel in arranging their 


financial affairs. He will meet people who are enjoying 


Man 


.os An- 
he Los ) 
outline 
d espe- 
ndustry. : bins 
go been assured an education: all because of life insurance. 


pasion And he will know many people who have that wonder- 


a carefree retirement; he will see father-less families 
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Philadelphia C.L.U. 
Goes to Work on 
Substantial Citizen 


The life insurance agent launching his 
estate planning interview with a pros- 
pective client should remember the 
prospect has other assets which prob- 
ably total more than his life insurance, 
and that it is these assets he is worry- 
ing about, Samuel L. Zeigen, general 
agent Provident Mutual, New York 
City, declared at the planned estate pro- 
tection panel sponsored by the Phila- 
delphia C.L.U. Mr. Zeigen was one of 
five experts on the panel to address the 
more than 350 persons attending the 
event. Mr. Zeigen said that it is the 
job then of the agent to find out just 
what the client wants to accomplish, set 
up his objectives and then to help him 
attain the objectives. If the prospect 
is serious about an estate planning job, 
he’ll give you the facts; if he isn’t seri- 
ous and doesn’t offer the facts, it’s best 
to look for another prospect, Mr. Zeigen 
declared. 

Mr. Zeigen was one of a whole "feam” 
to go to work on Maynard D. Conklin, 


tax consultant of the mgr Paper 


& Fibre Co. of Hamilton, O., who 
played the part of a mythical close cor- 
poration stockholder whose estate as- 
sets totaled $550,000, including his 41% 
stock interest of $205,000, and $100,000 
of personal life. This group entered 
the field following remarks by James 
i. Taylor, Sun Life of Canada, presi- 
dent of the chapter, and Leonard E. 
Liss of the S. George Levi & Co., meet- 
ing chairman. It was assumed "that a 
preliminary fact-finding contract had 
been made by Mr. Zeigen and that he 
had obtained his client’s permission to 
discuss the facts with the other prin- 
cipals of the team, including the ac- 
countant, Leonard Price, New York 
City; the attorney, Lawrence G. Knecht, 
Cleveland, and Henry Cooper, assistant 
vice-president in charge of estate plan- 
ning of the Mellon National Bank of 
Pittsburgh. 


RECOMMENDATIONS 








Following three hours of thorough 
analysis of the client’s problem by the 
panel, during which the necessity of 
periodic review of the estate plan and 
flexibility were stressed as of prime im- 





The Easier Way 


SELLING Income Disability insurance in 
a Life policy can be a disappointing experi- 
ence when you present the idea to the client 
before you present the client to the company. 
If the company declines to issue disability, 
the client sometimes declines the policy. 


Occidental men have learned to do it this 
easier way with these satisfying results: 


On risks which appear to qualify for disability 
coverage, they ask that Income Disability be 
added, if possible, and present the added 
benefit when they deliver the policy. Tests 
show we have issued 80% of such requests 
and agents delivered 90% of the issues. 


Thus our representatives add materially to 
their incomes with the Income Disability 
rider which Occidental has been writing 
continuously since 1921. 


A Star in the West... 


OCCIDEMTAL LIFE insurance coMPaly OF CaUFORNIA 


STANNARD, Vice President 


W.B 


WE PAY AGENTS LIFETIME RENEWALS... 





x 


Ms Leda, 


THEY LAST AS LONG AS YOU DO 


Shanks Greets Leaders of Leaders 





President Carrol M. Shanks of Prudential, on the left, is shown with what might be 
called the leaders of the leaders at the recent President’s Club conference of the 
company in Palm Beach, Fla. They are, from the left, after Mr. Shanks, John M. Little, 


William R. Tenney and Milton Korngut. 


Mr. Little is district manager at Englewood, 


N. J., the office with the largest group of qualifiers. Mr. Tenney, with a combined net 
paid-for new business for 1951 of more than $577,000, won honors as the leading agent, 
Mr. Korngut was the top-ranking staff manager. All three were from the Englewood 
district, but Mr. Korngut has subsequently become a district manager in Boston. 








portance, a number of recommendations 
were made. These included the sugges- 
tion that the client make a new will con- 
taining trusts for the benefit of his wife 
and three children to take full advan- 
tage of the marital deduction tax, mini- 
mizing provision of the 1948 revenue 
act. It was also suggested that the 
client persuade his father, who held 10% 
of the stock in the corporation, to make 
a new will under which sole voting con- 
trol of the stock would be in the client 
so that he could be in control of the 
corporation. 

Other recommendations were made 
concerning the use of life insurance 
settlement options for the benefit of the 
client’s family and the purchase by the 
wife of the client of the insurance on 
the ownership form on her husband’s 


life that would not be taxable to his 
estate and that would provide funds for 
estate liquidity and also for family in- 
come, 

The buy-and-sell agreement was dis- 
cussed and abandoned because of the 
desire for family management continu- 
ity. The number of uses for life insur- 
ance in solving the important estate 
problems were demonstrated through 
deferred compensation arrangement and 
a salary continuance plan for the non- 
stockholding general manager, and key- 
man indemnification to the corporation 
in the event of the death of the general 
manager. 





Jefferson National Life has named 
J. A. White manager of the underwrit- 
ing and policyowner service department. 





GROWTH AND 


SARY. 


Force. 








@ This year THE UNION LABOR 
LIFE INSURANCE COMPANY is 
celebrating its SILVER ANNIVER- 


@ In its 25 years of progress, the 
Company has already passed the 
$350,000,000 mark in Insurance in 


@ Such growth has been the result of 
careful planning plus the Com- 
pany's unique position for wide- 
spread Life sales. 


THE UNION LABOR 
Life Insurance Company 


200 East 70th Street 
New York 21, N. Y. 


CELEBRATION 
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Big Quarterly Group. 
Drop Brings Total 
Life Sales Down 3% 


Group life insurance sales for the 
first quarter totaled $661,000,000, a 46% 
drop under last year, according to the In- 
stitute of Life Insurance. However, to- 
tal life insurance sales, set at $6,705,- 
000,000, declined negligibly over the 
same period. Ordinary sales were up 
11% to $4,678,000,000, while industrial 
sales reached $1,366,000,000, a gain of 
0/70. 

Tite sales for March amounted to $2,- 
495,000,000, an increase of 3% over 
March of last year. The $4,678,000,000 
in ordinary sales for the month showed 
an increase of 11%; industrial sales were 
up 9% to $530,000,000, and group sales 
registered $240,000,000, a 36% decline. 





Upholds N. Y. Life Demurrer 
in Cleaning Plant Suits 


TOLEDO — Gallagher Dry Cleaning 
Co. plans to appeal the dismissal in 
Lucas county common pleas court of 
two suits against New York Life for 
$150,000 and $70,000 and two former 
New York Life agents, John H. Varney 
and William E. Simpson, and the for- 
mer Toledo manager, Paul T. Nutting. 
Judge O’Connor had dismissed the suits 
on March 29, sustaining a demurrer by 
the life company, holding that an al- 
leged contract between the two parties 
would be contrary to law. 

John J. Gallagher, president of the 
dry cleaning firm, had claimed that the 
insurance men had represented that 
they could install an efficiency system 
to boost the dry cleaning company’s 
gross sales to $500,000 a year and its 
profits to $80,000. Mr. Gallagher charged 
that the consideration for the oral con- 
tract was the sale of $200,000 of life 
insurance to officers of his firm. He 
said that the profits were not forthcom- 
ing and insisted that his business was 
damaged. 

The lower court said that life com- 
panies doing business in Ohio are 
barred from entering a separate agree- 
ment for services as an inducement or 
consideration for an insurance policy, 
and are forbidden to offer rebates or 
special favors or advantages “not speci- 
fied in the policy of insurance.” 


N. Y. Blue Cross Wins Issue 
Over Duplicate Benefits 


Associated Hospital Service, the New 
York Blue Cross plan, has been absolved 
of liability under a decision of New 
York court of appeals for hospital ex- 
penses of a policyholder who recovered 
medical and hospital expenses through 
a $35,000 negligence judgment against 
New York Central railroad. The in- 
sured was injured while employed by 
Ludlow Valve Co. through negligence 
of New York Central railroad. The 
state insurance fund as compensation in- 
surer for his employe, paid him benefits 
of $2,526, including $371 for hospital 
care. The worknian brought a third 
party action against the railroad and 
this was settled for $35,000 which in- 
cluded hospital expenses and other spe- 
cial damages. The plaintiff sought to 
recover the hospital expenses from the 
Blue Cross inasmuch as the New York 
Central railroad reimbursed the compen- 
sation insurer. 

The highest tribunal said that the 
hospital service was here provided for 
under the workmen’s compensation law 
which required that the “employer shall 
Promptly provide for an injured employe 
such medical and hospital service, and 
the ‘employer shall be liable therefore.’ ” 
This liability “shall not be affected by 
the fact that his employe was injured 
through the fault or negligence of a 
third party.” 

_ If the injured worker did not prevail 
in the third party action, he neverthe- 





less retained benefits of the hospital ex- 

penses furnished by the employer; if he 
did prevail, he likewise retained these 
benefits, but the third party wrong-doer, 
not the injured person had to reimburse 
the insurer, the court said. There could 
not be one rule in case the employe sues 
and another when the carrier institutes 
an action. 

To adopt plaintiff's view would give 
him a windfall; without paying the ex- 
penses, he would in effect be collecting 
his hospital bill from the third party 
wrong-doer for his employer, and again 


from the Blue Cross. The language of 
the policy does not bear this construc- 
tion ‘and we should not strain to reach 
such results, the effect of which can 
only mean an increzse in hospital plan 
premiums generally.” 


More Retail Credit Offices 


Retail Credit Co. has opened Illinois 
branch offices at Rockford, Springfield, 
and south Chicago. Other branches will 
be opened May 1 at Baton Rouge, La., 
and Beaumont, Tex., bringing the total 
offices to 159. 





Private Life Up $4 Billion; 
NSLI Up $3 Billion Over ‘50 


WASHINGTON—Edquity in private 
life insurance for 1951 was up $4.2 bil- 
lion over 1950, while NSLI increased 
$3.8 billion for the same period, accord- 
ing to the securities and exchange com- 
mission. 

At the end of last year, individuals 
had accumulated $340 billion in liquid 
assets, excluding corporate securities. 
The holdings included $67 billion in pri- 
vate insurance, and $44 billion in NSLI. 
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TAKE THIS STEP UP TODAY 


If you’ve had successful. Jife insurance experience 
and are 28 to 50, write for full details on our 
Prosperity Contract. Your reply will be held in 


Russell S. Moore, Manager of Agencies 


250 E. Broad Street, Columbus 16, Ohio 
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Profitable Agency 





EXTRA HELPS for getting and keeping good agents 


Expense-Free Compensation. Compensation plan is sep- 
arate from expense. Overwritings—Ist year and re- 
newal—are yours! 


Vested Overwriting Renewals. Easy-to-attain qualifica- 
tions entitle you to your renewals whether you live, 


$10,000 Preferred Risk Contract. Competitive net cost. 
Attracts many new clients. 


New Income Protection Rider. Complete. Adjusted to 


New Brokerage Contract. For life men. Top commissions, 
plus 1st year expense allowance and fully vested 


Result-proved Direct Mail ... and other unique sales plans. 
Make even new agents immediate producers! 


States—. 
Tennessee 
Kentucky 
Illinois 

Cal ifornia 








9” 


HieNATIONAL UNDERWRITER 


April 25, 1952 








Mississippi income 
Tax Is Analyzed 


The new income tax rules passed in 
the closing hours of the Mississippi leg- 
islature without chance for rebuttal by 
the insurance companies at which they 
were directed have been approved by 
the governor. They apply the income 
tax to corporations generally and indi- 
viduals also, in addition to interest 
rents, rents and dividends now taxable, 
and to “insurance premiums, reinsur- 
ance premiums and considerations for 
supplementary insurance contracts,” 
within the definition of “gross income.’ 
The bill would provide that “in the case 
of insurance companies any amounts in 
excess of the legally required reserve 
shall be included as gross income.” 

The rate of tax under the new law is 
scaled from 2% on the first $5,000 tax- 
able income to 6% for all amounts in 
excess of $25,000. It is effective after 
Jan. 1, 1952. As under existing law, in 
the case of the insurance companies, 
there is excluded from gross income the 


portion of actual premiums received 
from any individual policyholder as 1s 
paid back or credited to or related 


as a lessening premium of the policy- 
holder within the taxable year. | : 
The new law in the computation of 


net income contains a general deduction 
of all ordinary and necessary expenses 
paid or incurred during the taxable year 
in carrying on any trade or business. 
This includes a reasonable allowance 
for salaries or other compensation. It 
retains other presently permitted deduc- 
tions such as interest paid or accrued 
on indebtedness, with certain exceptions, 
taxes paid, losses sustained during tax- 
able year which are not compensated for 
by insurance or otherwise, transactions 
entered into for profit, losses from fires 
and storms, bad debts, depreciation on 
property and buildings, depletion of 
mines, oil wells, etc., and contributions 
and gifts not exceeding 10% of net in- 
come. 

Considerable confusion has arisen over 
two modifications of permissible deduc- 
tions. It is provided that the net addi- 
tions required by law be made within 
the taxable year to reserve funds “when 
such reserve funds are maintained for 
the purpose of liquidating policies at 
maturity; and, the sums other than the 
dividends paid within the taxable year 
on policy or annuity contracts when 
such income has been included in the 
gross income.” 





Boston Mutual Life has opened dis- 
trict offices at Worcester, Lawrence, 
and Dorchester, Mass., and Pawtucket, 
im, I. 

















“I’ve got just the insurance for you . . 


. our ‘Key Man’ policy!” 


Bankerslifemen Know How to 
Fit the Proposal to the Prospect 


Fitting the proposal to the prospect is a regular service of 
Bankerslifemen, although seldom with a pun like the one 


shown here. 


From their earliest days in their agency offices, Bankerslife- 
men are trained to do “need selling’, whether it be in packages 
or programs. They are taught under careful supervision in the 
office and the field. Their training is continued through Home 
Office schooling so that they have not only the desire, but also 
the knowledge and the contracts to meet clients’ needs exactly. 


This service-minded matching of the clients’ needs is one of 
the traits which make the typical Bankerslifeman the kind of 
underwriter you like to know as a friend, fellow worker or 


competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 


Lincoln Prescribes 
Unselfishness as Federal 
Control Remedy 


Leroy A. Lincoln, chairman Metro- 
politan Life, speaking at the Southwest- 
ern Legal Foundation Conference at 
Southern Methodist University, said 
that the remedy for lessening the great- 
er demands upon government must be 
the development of social unselfishness 
to teach citizens the unwisdom of be- 
ing part of pressure groups for govern- 
ment aid to their particular projects. 

Mr. Lincoln said there are relatively 
few citizens who are not subconsciously 
or avowedly supporters of one or an- 
other of so-called pressure groups. He 
declared their menace to the public offi- 
cial is overwhelming. The sum total of 
these pressure groups result in greater 
demands upon government and a bigger 
and more powerful government to the 
deterioration of both public and private 
morals, he asserted. 


Foster Heads New La. Legal 
Reserve Life Association 


George A. Foster, president Guar- 
antee Income Life of Baton ‘Rouge, has 
been elected the president of a newly 
organized Louisiana Assn. of Legal Re- 
serve Life Companies. Other officers 
elected at the meeting in Baton Rouge 
were: Vice-president, J. C. Greer, pres- 
ident Union National Life; secretary- 
treasurer, F. G. Ray, actuary and secre- 
tary Guarantee Income Life; chairman 
of the executive committee, Thurston B. 
Martin, president First National Life 
and a member of the committee along 
with the officers, William D. Huff, 
Jr., president All American Assurance 
at LaFayette. 

The organization had been set up 
temporarily at a preliminary meeting at 
Baton ‘Rouge in March. 
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Outlines ‘Sales Engineering 
for 550 Pittsburgh Agents 


The more than 550 attending the 
sales congress of Pittsburgh Life Un- 
derwriters Assn. were treated to 
speeches by James C. McFarland, Ohio 
State Life, Cincinnati; Arwood Hender- 
son, Aetna Life, Pittsburgh; Walter W. 
Smith, Metropolitan, Rutherfordton, N. 
C., and A. C. Palmer, R. & 'R. Service, 
Indianapolis. 

Mr. McFarland, who worked for 12 
years as a chemical engineer, recited his 
interest in “sales engineering,” and of 
his decision to apply this technique to 
selling life insurance. Mr. McFarland 
joined Ohio State Life during the height 
of the depression and during his 20 years 
with the company he has placed either 
first or second in sales for 16 years. 


First Discovers Prospect’s Problem 


The McFarland method is to discover 
the prospect’s problem before attempt- 
ing to solve it. He makes two promises 
to the prospect. The first is that he 
will not attempt to sell insurance on the 
first interview and the second is that he 
will not return for the second interview 
unless requested. On his initial or pic- 
ture-taking interview he discusses joint 
problems with the man and his wife and 
life insurance is never mentioned. In 
the joint problem discussion he breaks 
down the situation into today’s problem, 
tomorrow’s problem, the future prob- 
lem. Today’s problems involve current 
living expenses such as high taxes, to- 
morrow’s problems are what happens 
after the breadwinner dies and the fu- 
ture problems involve retirement. 

When the prospect thoroughly under- 
stands his own problem, Mr. McFarland 
asks that person to tailor his own in- 
come as to how much he wants to allot 
for his wife’s income and how much he 
wants to set aside for his own retire- 
ment. 

Mr. McFarland secures a “can and 
will” commitment that embraces how 
much the man will save toward solving 
his problem. 

Mr. McFarland’s plan closes 8.5 out 


of every 10 interviews and his average 
case is about $12,000. His persistence 
has resulted in the sale of more than $7 
million in protection. 


Illinois University, State 
Assn. Set Management 
Conference for May 13-15 


Human relations as the key to suc- 
cessful agency management will be dis- 
cussed at an institute for agency man- 
agers, May 13-15, sponsored by Uni- 
versity of Illinois with the cooperation 
of Illinois Assn. of Life Underwriters.. 

Discussion forums, led by insurance 
leaders, consultants in human relations, 
and university faculty, will cover human 
relations in training and recruiting su- 
pervision and motivation; office man- 
agement, and public relations. 

Sessions will be held at Robert Aller- 
ton Park, Urbana. 








Accounting-Statistical Assn. 
Regional Formed at K. C. 


At a meeting at Kansas City more than 
40 representatives of Kansas and Mis- 
souri companies organized a regonal chap- 
ter of Insurance Accounting & Statistical 
Assn. L. J. Hale of Kansas City Life 
is now secretary of that association, of 
which three Kansas City men, Jack L. 
Batchler, Kansas City Life; L. E. Wil- 
kins, Kansas City Fire & Marine, and 
I. H. Wagner, Business Men’s Assur- 
ance,.are past presidents. 

‘Officers of the new chapter are: Presi- 
dent, I. H. Wagner, B.M.A.; vice-presi- 
dent life and A.&H., Glen Walters, Kan- 
sas City Life; vice-president fire and 
casualty, J. C. Platt, Central Surety; 
secretary-treasurer, W. H. Kern, Em- 
ployers Reinsurance. Directors are: Life, 
Chas. Blaylock, Farm Bureau Mutual 
(Jefferson City); A.&H., L. R. Hastings, 
B.M.A.; fire, Bryson Clarke, Kansas City 
F.&M.; casualty, Price Tribble, Uni- 
versal Underwriters. Group secretaries: 
Life and A.&H., Paul Surtees, Farmers & 
Bankers Life; fire and casualty, W. H. 
Field, Western Millers Mutual. 


Seek Solid Legislative Front 


LOS ANGELES—Council of Insur- 
ance Organizations of Los Angeles was 
urged at a meeting to have each of its 
member organizations study its legisla- 
tive needs and submit the ideas late in 
the year, for further study by the coun- 
cil, so as to present a united front at 
the next session of the California legis- 
lature. 

Speakers were Frederick N. Schnell, 
genera! agent of Penn Mutual Life and 
president of California Assn. of Life 
Underwriters, and Kellogg Van Winkle, 
manager of Equitable Society and legis- 
lative chairman of the California asso- 
ciation. 

Under its constitution the council can 
not take any action to bind its member 
organizations, but may discuss matters 
that come up, with the sybject being re- 
ferred back to the organization con- 
cerned for its action. 





Covering Municipal Groups 

Cities and towns in Massachusetts 
may now pay part of the cost of group 
life policies for municipal employes, un- 
der a bill just signed by Governor 
Dever. 

In Arizona, where specific legislation 
of that sort is lacking, such a program 
is not allowable, the attorney general 
there has ruled. Inquiry was made on 
behalf of the city of Mesa, whose em- 
ployes are interested in an insurance 
program that would provide health, hos- 
pitalization and death benefits. 

The attorney general implied there 
was no prohibition against group cover- 
age of the employes as long as public 
funds are not used to help pay the costs. 


Fifteen members of the Michigan de- 
partment’s staff, headed by Commis- 
sioner Navarre, were voluntary blood 
donors when a Red Cross blood bank 
unit visited the capitol. 
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“|! These Men are in a Contest...! 











Howard J. Meyer 
558 Northwestern 
Bank Bldg. 
Minneapolis 


E. H. Fredrikson William J. Gessing 
123 South Broad St. 605 Columbia Bank 
Philadelphia Bidg. 
Kansas City, Mo. 


A. J. Edwards 
2415 Shelby Street 
Indianapolis 


James T. Curtin 
99 John Street 
New York City 


Robert J. Chapman 
3333 Grand Avenue 
Des Moines 


Frank W. Bland Alfred E. Cadis 
507 Flatiron Bldg. 708 Employers Bldg. 


sn. 
San Francisco Dallas 














William A. Scanlon 


Ralph E. Richman 
210 Lincoln Street 


99 John Street 
New York City 


George C. Roeding 
420 East Fourth St. 


A Message... 
To Insurance Men 


Yes, these field representatives of The National Under- 
writer Company are in a new business contest. In plain 
language, they are going after new subscriptions to the 
DIAMOND LIFE BULLETINS, D.L.B. AGENT'S SERVICE, 
D.L.B. DEBIT MANAGEMENT SERVICE and ACCI- 
DENT & HEALTH BULLETINS. 


Why are we having a contest at this time? Simply be- 
cause our men tell us that the demand and need for 
selling aids has never been greater! With each passing 
day, those engaged in insurance selling say they are 
finding .the going a little more competitive. There are 
in the business today more Companies and more Agents 
than ever before, and most of them are thoroughly 
equipped with sales. tools. 


Like tens of thousands of other insurance men, you, too, 


Otto E. Schwartz 
175 W. Jackson Blvd. 
Cincinnati Boston Chicago 
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Andrew J. Wheeler 
175 W. Jackson Blvd. 


Carl E. Weatherly 
432 Hurt Building 
Pittsburgh Atlanta Chicago 


Jack V. Stroup 
503 Columbia Bldg. 


may feel that this is the time to sharpen your'sales tech- 
niques and make yourself technically a better informed 
man. The National Underwriter Company's BULLETIN 
SERVICES can help you accomplish these objectives and 
make your job easier, as well. 


When you subscribe to and use any of our BULLETIN 
SERVICES, you may be sure that you are as well 
equipped with sales tools as any of your competitors. 
Why then place yourself at an obvious competitive dis- 
advantage by not having them? 


Most of you know about these SERVICES. Undoubtedly, 
you have been planning to use them, but have never 
gotten around to it. Maybe you simply overlooked it. 
Why delay further? If you are all set to start, or if you 
want more information, just write or phone your National 
Underwriter representative now — or at least before 
the end of May. He will be glad to help you in any way 
he can and you will be giving him a big boost in this 
contest. 


Sincerely, 


Sales Director 
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COMMENT 


PERSONAL SIDE OF THE BUSINESS 





CLU Movement Wins Merited Recognition 


The annual economic forum of the 
New York City C.L.U. chapter drew an 


impressively large audience to hear 
three distinguished speakers discuss 


world conditions, but the most signifi- 
cant and encouraging aspect of the 
meeting, from a strictly life insurance 
standpoint, was an article the previous 
afternoon in the New York World-Tele- 
gram & Sun. Ralph Hendershot, finan- 
cial editor, devoted his daily column to 
praise of the meeting, the C.L.U. move- 
ment in general and the New York City 
chapter in particular. Said Mr. Hender- 
shot: 

“We are pleased to call this meeting 
to the attention of the general public. 
It represents a development in the 
United States which is being overlooked 
but which can be of the highest impor- 
tance. Also, the people involved play 
an important part in our economic 
scheme of things.” 

Then after a little discourse on the 
extent of life insurance holdings, Mr. 
Hendershot went on to say: “The very 
imposing title of the organization un- 
der whose auspices this meeting is to be 
held may be a bit confusing, but we are 
told that the people involved are insur- 
ance salesmen. Not the ordinary, run- 
of-the-mill salesmen, but the men in 
that particular field who desire to lift 
the plane of their operations to profes- 
sional ranks. 

“That is where its importance lies. We 
have all bumped into the fast-talking in- 
surance salesman, who is_ interested 
primarily in turning a fast buck. For 
the most part he is a pest, and our 
first thought when we encounter one 
is how we can get rid of him without 
having to call a cop. 

“We take that attitude even though 
we who believe in the value of insurance 
frequently realize that we need more 
insurance protection than we already 
carry. The reason is that we don’t trust 
the salesman and we don’t know enough 
about the fine print on the policies he 
sells to make intelligent purchases. 

“What we need is a fellow who knows 
what he is talking about and is inter- 
ested in seeing that we get the kind of 
insurance best suited to our needs and 
that fits our pocketbooks—in other words 
an insurance doctor. And that is what 
the men in this organization are striving 
to become. 

“These men also wish to keep abreast 
of developments about them in other 
fields as well. That is the purpose of 
the forum. It is noteworthy that they 
recognize their responsibilities to the 
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general public and have the courage to 
do something about it. If this reflects 
a trend—and there are reasons to be- 
lieve that it does—this country is moving 
toward a sounder economy and a better 
place to live.” 

Mr. Hendershot’s comment is an en- 
couraging indication that when life in- 
surance producers sincerely try to merit 
recognition on a professional plane rec- 
ognition will eventually be theirs, even 
though it may take years to bring about 
a change in the attitude of the general 


public. Mr. Hendershot’s commendation 
is the more significant because the 


World-Telegram, in its news treatment, 
has not always been overly friendly 
toward the life insurance business and 
on occasion has tended to play up 
aspects that could be made to look dis- 
creditable. 

Unfortunately, Mr. Hendershot is a 
little rough on the “ordinary, run-of-the- 
mill salesmen.” Even though he might 
‘not have intended it, there would be a 
‘tendency in the general reader’s mind to 
consider that he was making them syn- 
onomous with the “fast-talking insur- 
ance salesman who is interested prima- 
rily in turning a fast buck.” 

It is true that there are sume insur- 
ance salesman of the “fast-talking” type 
that Mr. Hendershot dislikes. But it 
would be a pity if Mr. Hendershot and 
any other newspaper commentators were 
to give the impression that all non- 
C.L.U.s were of the fast-talking, fast- 
buck variety. There are great numbers 
of able and conscientious life insurance 
practitioners outside the C.L.U. ranks. 

We don’t want to detract in the least 
from Mr. Hendershot’s fine tribute to 
the C.L.U. movement but feel that this 
parenthetical observation should be 
made in justice to the many agents who 
operate in a _ professional way, even 
though, for one reason or another, they 
have never obtained the C.L.U. designa- 
tion. 

Mr. Hendershot’s all-out eulogy of the 
C.L.U. movement stands as a well de- 
served tribute and one that is clearly 
indicative of the way in which efforts 
to achieve professional status for life 
insurance agents are achieving recogni- 
tion—recognition that could not possibly 
have progressed so far without organ- 
ized, aggressive action. 








There are 29 life companies currently 
bidding for group contracts on Iowa 
state employes at the state college at 
Ames, and Iowa Teachers college, Cedar 
Falls. 


Editor: Robert B. Mitchell 

Assistant Editor: Richard J. Thain 

News Editor: F. A. Post. 

Editorial Assistants: Charles C. Clarke, Blls- 
worth A. Cordesman, Donald F. Johnson, 


Marion Robertson, editor of Bankers 
Life, a publication issued monthly by 
Bankers Life & Casualty of Chicago 
in the interest of its agents, has passed 
the Illinois bar examination and will 
be sworn in during the spring court 
session -at Springfield, June 4. Miss 
Robertson is a graduate of University 
of Southern Illinois and studied law at 
University of Illinois where she grad- 
uated in 1950. 

Chester O. Fischer, vice-president of 
Massachusetts Mutual Life, has been 
named vice-chairman of the United 
Fund-Red Cross campaign for Spring- 
field, Mass. 

Evans E. Cantrall, general agent of 
Northwestern Mutual at Springfield, 
Ill., has been elected president of the 
Sangamo Club there. 

R. R. MacKenzie, vice-president of 
American Service Bureau, was on hand 
for the Home Office Life Underwriters 
Assn. convention in New York City. It 
was the first meeting he had attended 
since recovering from an illness that has 
kept him away from his desk for the 
past several months. 

Patrick Mucci, Metropolitan Life, 
Paterson, N. J., a member of the Mil- 
lion Dollar Round Table, who is recog- 
nized as the leading insurance amateur 
golfer in the east, will leave on the 
Queen Mary May 14 for a five-week 
tour of British golf courses and will 
take part in the Prestick, Scotland, ama- 
teur golf tournament. 

Devereaux C. Josephs, president New 
York Life, will share the speaker’s plat- 
form with President Truman at the 
70th annual dinner of the National 


Civil Service League at Washington, 
May 2. 

_H. V. Schenck, vice-president of Life 
of Virginia, has been elected treasurer 
of Virginia State Chamber of Com- 
merce. 

A featured article in the April issue of 
“Texas Parade,” a magazine devoted to 
the promotion and development of the 
Lone Star state, is one under the cap- 
tion, “Mr. Texas Industry,” reviewing 
the varied experience and widespread 
activities of John W. Carpenter, presi- 
dent of Southland Life. 

There is an article summing up the 
career and philosophy of . Cava- 
naugh, president of Federal Life of Chi- 
cago, in “Personal Efficiency,” the 
magazine published monthly by LaSalle 
extension university of Chicago. 

_R. N. Lahann of the Omaha agency 
of Security Mutual of Nebraska has 
been recalled to the navy as a pilot. 
Current leader of the Omaha agency is 
Wendell R. Keith, who was discharged 
from the coast guard last July. 

Frazar B. Wilde, president Con- 
necticut General Life, and George L, 
Harrison, chairman New York Life, are 
members of the research and _ policy 
committee of the Committee for Eco- 
nomic Development, which recently de- 
clared that the federal budget could be 


balanced next year without impair- 
ing the security program. 
J. Russell Townsend, Jr., general 


agent Equitable of Iowa, Indianapolis, is 
a Republican candidate for the Indiana 
houSe of representatives in the May 
6 election. 








DEATHS 





RALPH W. BROCKETT, 65, for- 
mer chief examiner for the Iowa de- 
partment, died at Veterans hospital at 
Knoxville, where he has been ill for two 
years. He was chief examiner from 1920 
to 1926 and later operated an agency at 
Des Moines. 

ED. C. SMITH, JR., vice-president 
of the Weekly Underwriter in charge 
of sales and advertising, died in Long 
Island ‘College hospital in New York, 
following an operation. He was born 
at St. Louis in 1906, and was educated 
at Cincinnati. From 1930 to 1935 he 
was advertising manager of Western & 
Southern Indemnity, and in the latter 
year became secretary of Insurance 
Field. In 1937 he went with Alfred M. 
Best Co., and in 1944 went with Pacific 
Insurance Magazine at New York. He 
had been with Weekly Underwriter 
since 1945. 

FRANK O. D. WHITE, 62, general 
agent for Massachusetts Mutual Life at 
Toledo before retiring 18 months ago, 
died there recently. 


LAHROY C. WHITE, 70, veteran 
Texas actuary and agency man, died at 
Amarillo. Mr. White, a member of 
American Society of Actuaries, started 
with the actuarial department of South- 
land Life in 1910. Two years later he 
moved to Amarillo as actuary of Ama- 
rillo National Life. When it was ab- 
sorbed by California-Western States, he 
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became liquidator for Amarillo Na- 
tional and general agent of Cal.-West- 
ern. He continued with that company 
until ill health forced his retirement in 
1946. 

OTTO W. KLEPPE, 82, former as- 
sistant superintendent of agencies of 
Equitable Society, died at Neptune, 
N. J. He was with Equitable 51 years 
until his retirement in 1939. 

WILLIAM T. FERRIS, 835, a retired 
New York manager of Provident Mu- 
tual, died at his home in Dobbs Ferry, 
eZ .. 3j  ofand’AN. 


= 


N. Y. 








Alfred Sileo Resigns 


NEW YORK—Alfred D. Sileo has 
resigned from the public relations de- 
partment of Union Labor Life. He has 
not announced his future plans. 

He was with Union Labor Life for 
five years and before that was a cor- 
respondence chief in the New York 
regional office of the veterans admin- 
istration. He is an army veteran. He is 
a graduate of New York University 
and is now taking. post-graduate work 
in the school of business administra- 
tion. 


State Farm Tenn. Meeting 


A. W. Tomkins, agency vice-president, 
Bloomington, IIl., addressed a one-day 
meeting of the State Farm companies 
at Nashville, Tenn., with 200 agents and 
their wives present. 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres. & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio, 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 
BOSTON 11, MASS.—210 Lincoln St., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Blvd. Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 





Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis. 
Southwestern Manager. 
DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
ETROIT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 
MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph ©. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager; 
Donald J. Reap, Eastern News Editor. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bldg., 
Tel. Court 1-2494. Jack Verde Stroup, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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In-Force Ranking of Life Companies at Year-End Shown 


(CONTINUED FROM PAGE 4) 











Total ) 
. Insurance | 
1952 1951 1942 In Force | 1952 1951 1942 
132 131 141 NW. Carolina Met: oo souk cicsicdend 164,540,211 | BtOG le ccccuateves Home State Life, Okla........... 
Industrial ...... 96, 62: } Industrial ...... 67,180,940 
CLOUD focus ee es 2,428 | rT eee eee 422,000 
133 132 126 Standard, Oregon 162,165,117 MiGewcccacksveecee Supreme Liberty, Ill............. 
SRA 928, Industrial ...... 82,820,608 
134 139 145 Philadelphia Life, 162,063,687 | Group .......... 458,410 
CUR I  < a ic os. 56,5 | BEGy cease <ienuaws Missouri Ins. Co., Mo..........-. 
125 133 112 Amer. Mutual, Iowa 156,446,060 | Industrial ...... 65,391,532 
CO AES Ere 2,276 | re 990,000 
136 137 182 Reliable Life, Mo 155,374,033 | Bt Pee ee eer POWBR SG. occa ede i doe tee 
Industrial ...... | GFW 6. cccecscs 7,371,458 
a ee. CRRA rr ae Quaker City, Pa... ccccscccinces 
137 148 235 Cwete TltG GIO os kent teens 154,888,722 | BWGetv aves woncced Occifental No. Gyo... ccc cccess 
GQROMD. & 66.50 b 60s | EO ne i ncoeueues Sovereign Life Assur., Can....... 
138 138 152 Peninsular Life, Fla 152,694,746 Group were eee 30,000 
Industrial ...... 33,233, BORG ocwseecwaces Fidelity Union, Texas.......... 
139 135 122 Lamar Life, Missi... ..cccccescs 152,668,428 | Group see eteeees 648,000 
140 94 149 Gouna Ec OG; Tikes cascovasce 151,838,468 | 183.........eeeee Presbyterian Min., Pa........... 
Industrial ...... 114,948,561 pO ROSte acces vesaaxs Security Mut., Nek ......scccees 
141 143 120 PRE Ss 6 00 cence devteenees 148,382,620 | Group .......... 3,493,800 
Industrial ...... 3,385 be ee American Life & Acc., Ky....... 
ar 13,105,212 _Industrial ...... 102,905,869 
142141 124 N. American, IIl...............- 148,365,327 | 186.....-++--2eee Victory Life, Kansas............ 
OE oiscnwn 5.00 2,874,000 Te Cope rr rrr Girard Til@s ROME c ncuin es tan dn 
143 140 117 ONE Eanes Witla. 1. 3 «<0. ldececens 146,371,574 | 188... eee eee eee ee Empire L. & A., Ind.........--. 
GROG. 2.26 i ccs 207,522 | Industrial ...... 60,552,821 
144 134 129 Pitigivie Cte sic ceie cy ccoesecens 145,721,897 | Lt err rae Alliance Nationale, Can......... 
Industrial ...... 113,316,702 | _Group settee 19,125,700 
145 142 131 Teachers Ins. & Ann. N. Y...... 145,632,059 | pil Seer cree North American Acci., Ill..... . 
146 145 ee Amaigamated, N.. Y.......,.--.- 143,855,000 | Group .......-6- 6,518,250 
Gram 5 oss ccs sue 143,663,750 et. Wisconsin Natl. ......-.++.+-++- 
147 146 148 Home Security, N. C..........-. 141,323,036 | Industrial ...... _ 825 
Industrial ...... 87,385,653 | .Group teeta ewer 387,000 
Cie a 36.8 ees ce 717,000 EGRS ccasuncnaneneun First National, Ries a seine ose ss: 
148 155 rene WO TOE. bi ccicccluvevasvaunes 138,880,989 | Industrial ...... 86,682,593 
GEOR o.ciisciccsc 548,000 | Lee grr eae Mutual Savings, Ala..... Ktéeoune 
149 181 ons Bankers i. @& C., Tl.i.....scc0- 138,220,752 | Industrial cateese 79,203,330 
Industrial ...... 8,978,139 Df ere re Lafayette Life, Ind............. 
GEOUE orcs esses 7,692,000 é Group ......+-+- x 385,000 
150 151 147 Northern Canada ..........-++: 135,945,595 | 195... eee eee ee Pacific National, Utah.......... 
Chis Sie ees 2,795,000 | Group .....+++-- 336,000 
SENCS.S oie 6:000.5. 49-0 3s Worle Ina; Webi sscccesccscace 134,119,514 United Services, D. C........+.- 
GNOGR. oo 66 ches cs 17,899,700 i Hoosier Farm Bureau, Ind.. tees 
| eee rice National Reserve, S. D.......... 133,972,189 | GTOUP ose eeees 3,949,517 
PSEA cco ocin sxe National Life, Can............-. 133,577,647 198... 0. cece eee Equitable, Can. .......-++++-ees 
Group 22 2- o05-- 3,654,989 | Group .........- 20,000 
BG ta cin.sis'en alias La Sauvegarde, Can............. 133,509,923 | 199....--++++e+ee Southern Life, N. C........--... 
Meo eros sista ate cs State Capital, N. C.......<2.5.<% 132,054,614 | Industrial ...... 71,882,905 
Industrial ...... 22,643,954 | Group ....--++5 240,000 
GeOUn oo ck bcnccs » 17,520,150 | 200... cece ee eee Lincoln Income, Ky............. 
Dk eee Paper yee National Guardian ............. 131,147,791 |. _Industrial ...... 55,039,862 
1 ES ee American General, Texas....... 181,031,357 | 201... eee eee eee Union Life, Va..............-- : 
iE ASP peataemerape erage Bankers Security, N. Y......... 131,011,408 | Industrial ...... 64,003,085 
Grou sss ces cs 113,674,870 DOB ie ore we weer ees Constitution Life, Calif... cess. 
TO ASB SEAR Rene. Pyramids No Gio. sco. ccesuconn- 130,493,695 | Industrial ...... 7,919,404 
Group .......-0. 115,103,001 | ; Group ..... tenes 26,654,813 
ROOM e scrrs craic act-vievet= Capitol Life, Colo............... 127,096,783 | 208...-.-e.+--e0- Rio Grande Natl., Tex.......... 
Gratin oo. escola: 29,711,716 | Industrial ..... : 55,299,174 
POT on a Sar White ba- Oe Aeon cis aca aee- 126,176,914 | 204-...----eeeee Lincoln Liberty, Neb......-..... 
Group 0665... ks 152,000 | 205... eee eee eee Universal Life, Tenn.... seen ee 
HOSE esr Montreal Life, Can............. 122,816,489 ae Industrial ;.-... 57,997,437 
i an 15,917,635 | SOG@s ccs cv ecc tices Jefferson bg Se 5s A ee 
. $ Bae . : aa BOT. cee cercccccee Universal L. & A., Tex.......... 
ate aia or saree) ecerele Union National, Neb............ 122,113,334 Vidusittal ...... 64,908,698 
alien: 6 $75.4) ere, 0/5:60'= Ble Cet. occ hts cheer aes 121,373,305 | SM Farah te ae Bankers H. & L., Ga............ 
Group .......-.. 41,042,877 Industrial ...... 61,756,977 
ee is ht cd eis Farmers & Traders, N. Y....... 121,252,989 | ROR = os need Rees American Life, Ala............. 
ME eard sp a1.004 4. & $0 9 Security Benefit, Kans.......... 120,649,082 | Industrial ...... 30,358,358 
GROW: 6.0 Kecececs 1,037,016 | GRRGEE fone st cs.0150 365,250 
SUR erie cis bare ta Continental, Can. ...06..00.0080 119,655,111 | 210...........66- Govt. Personnel, Texas.......... 
Grown. ...«s «<<< 215,000 j SER. oc cde c icc ncics Midland National, S. D....... oo 
PRE otra sity vine Provident Life, N. D...........- 119,510,233 | 415 Po so thieans Can OI cin 
i ee ar ene Empeninls Nei Cn avsetsssatgenes- 119,867,496" "| Sean °° oi ae a ae 
: Thdvniviak <0. 77,946,603 Arcee SER cscicerveuen a ae +, aaa a Core 
Ne gth nla sensei sieve Benefit A. of Ry. Emp., IIll..... 119,277,925 | Oe 5 ea Sas National Fid., Mo.............-. 
Group .......... 96,211,547 Group .......... 3,556,997 
ee aera United Fidelity, Texas.......... 115,372,587 | 1, eee yee | National Life, Iowa............ 
Group .......... 801,500 | “Si@vescoasenwesce Golden State Mutual, Calif....... 
Lo Ee eee Farmers & Bankers, Kans....... 115,221,049 | Industrial ...... 41,143,764 
AE eer, New World Life, Wash.......... 115,134,113 1) ey peee eae WRI, GRO 5 ove sin eeweuues 
Li ETRE ceRereene Ky. Central L. & A., Ky........ 114,789,175 =| GROUP 2. ccceces 25,766,358 
Industrial ...... 87,399,719 t) $882.6 cascudensas Natl. Old Line, Ark............. 
Grows ....35.5-<% 1,439,000 t (CONTINUED ON PAGE 14) 


Total 
Insurance 
In Force 

113,823,418 


113,665,737 


113,404,551 


112,063,238 
*111,896,807 
11,034,759 
110,979,790 
109,246,983 


107,830,745 
103,985,254 


103,392,731 
100,936,594 
99,776,569 
99,174,444 
98,263,378 
95,966,010 
94,600,076 


90,928,461 
88,015,175 
86,734,752 
85,617,369 


85,500,763 
84,865,973 


84,805,970 
84,383,935 


83,844,651 
76,744,188 
76,597,048 


76,462,239 


76,452,806 
73,604,999 


73,363,961 
72,772,903 


71,007,492 
70,706,279 


66,793,152 


66,046,794 


OBSERVATIONS 


All in a Night's Work 


The perils that sometimes beset the 
industrial life agent on a debit were 
illustrated by the recent fate of Sydney 
Wallace of St. Louis. He had called to 
make a collection when his client, a 
woman, attempted to hold him up at the 
point of a pistol. Mr. Wallace grabbed 
tor the pistol, and she fired, the bullet. 
striking him in the abdomen. The 
woman took about $80 from him and 
fled. Mr. Wallace has recovered in the 
hospital and the woman was appre- 
hended but not before she attacked a 
police sergeant with a knife. 





Agent Is Superman 


In a talk before the Life Underwriters 
Assn. of St. Louis, a former life insur- 
ance agent, William A. Berryman, now 
trust officer of the Mercantile Trust Co. 
of that city, characterized the life in- 
surance agent as being required to pos- 
sess: 

The loquacity of a Demosthenes; the 
intelligence of an Einstein; the fervor 
of a Martin Luther; the effervescence 
of a Bob Hope; the understanding of 
a Chopin; the novelty of a Houdini; the 
desires of a Mare Anthony; the en- 
durance of an Achilles; the reasoning of 
a Ben Franklin; the wisdom of a Solo- 
mon; the romance of a Don Juan; the 
intuition of a Lincoln; the taciturnity 
of a Coolidge; the erudition of an 
Aristotle, and rigor of a Gandhi. 


Orphan Trust Funds 


New York’s court of appeals has de- 
cided that a trust company that gives 
up a trust fund—in this particular case 
because of the institution’s being liqui- 
dated—is entitled to charge to the fund 
the expenses of resigning the trust. The 
case involves the estate of Roberta Field 
Frank and the former Continental Bank 
& Trust Co. of New York City. This 
type of situation occurs but rarely but 
is of some interest to life insurance 
men who do estate planning work. 

Theoretically, the wise precaution to 
take in setting up any type of trust 
fund is to specify that in the event of 
the trust company resigning the trust 
the expense connected therewith shall 
not be a specific charge against the 
trust. However, the contingency is so 
remote that most people don’t worry 
about it. A practical difficulty in insist- 
ing on this provision in a trust agree- 
ment is that many trust companies 
might regard it as offensive, particularly 
in a trust of such small size that they 
didn’t care much whether they got the 
business or not. 
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Hagan Appointed Production 
Chief by Midland National 


Midland National Life has named H. 
Smith Hagan vice-president in charge 
of production. Mr. Smith was formerly 
eastern division manager for Occidental 
of California. 

He entered the business with Pruden- 
tial at Kansas City in 1929. He later 
became assistant manager there; home 
office inspector, and district manager 
at St. Joseph, Mo. Mr. Hagan joined 
Occidental of California at Kansas City 
in 1944. He transferred to Los Angeles 
in 1947, and became eastern manager 
in 1949. 


U. S. Life Appoints Stark 


. S. Life has appointed David D. 
Stark regional manager for Maryland 
and Virginia at the new group office 
at Baltimore. Mr. Stark joined the com- 
pany in 1950, and later became eastern 


Culp Directs Promotion 
for Guarantee Mutual Life 


Guarantee Mutual Life of Omaha has 
designated Frank T. Culp, Jr., director 


of sales promotion. 

Mr. Culp is a 
graduate of College 
of Emporia and 
has been awarded 
a master’s degree 
in business admin- 
istration by Har- 
vard. He has had 
previous sales pro- 
motion experience 
with the O. A. Sut- 
ton Corp. of Wich- 
ita, and Macy’s 


Krey Up Executive Ladder 


Mr. Perry has been with the company 
since 1941 and assistant manager of the 
treasurer’s department. 





Northwestern National Life has pro- 
moted Harry E. Atwood, agency sec- 
retary, to 2nd vice-president, and Willis 


Travelers Veteran Retires 
James S. Reber, assistant superin- 


R. Krey, chief accountant, to comp- tendent of agencies 
troller. aed ae for Travelers, has 
Mr. Atwood joined the advertising retired after 31 


years with the com- 
pany. 

Mr. Reber joined 
the company at 
Kansas City in 1921, 


department in 1931. He transferred to 
the agency department in 1940, and a 
year later, became agency secretary. Mr. 
Krey has been with the accounting de- 
partment since 1917. He was made 


manager of the tabulating department in and the following 
1923, and chief accountant in 1932. year, became. as- 

The company has also appointed J. C. sistant manager 
Parker agency comptroller and Delbert there. In 1924, he 


transferred to Hart- 
ford, and the same 
year he was ap- 
pointed group su- 


K. Vance agency secretary. Mr. Parker 
joined the company in 1923. In 1931, he 
transferred to the accounting depart- 
ment, and became manager in 1940. He 





James S. 





has been supervisor for field office op- 
erations since 1941. Mr. Vance went 
with the policyholders service depart- 
ment in 1932. He entered the account- 
ing department in 1934, and became 
manager in 1949. 


department store of 
San Francisco. 

Mr. Culp goes to 
Guarantee Mutual Life from New York 
Life, with which he has been a salesman. 


Frank T. Culp, Jr. 





dervisor at the home Reber 
office. He was named assistant super- 
intendent of agencies in 1927 


Hartford C.L.U.s Set First 
Pension Forum for May 5 








group manager at New York City. He Ross, president Butler University, 


will be succeeded there by James 
Mazzeo. the late Irving Lemaux. 








"THE BEST LAID PLANS..." 


' “The best laid plans of mice and men’’, as Robert Burns 
pointed out, “‘gang aft agley’’. 

Shrewd men take into consideration the possibility that 
disabling illness may upset their ‘best laid plans’. They 
know that somewhere in the future there may be a wheel 
chair or an invalid’s bed that would bring their income-earning 
days to a sudden stop. To meet that emergency the Manu- 
facturers Life offers Total Disability Income in conjunction 
with regular life and endowment plans. 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia, 


YOUR OWN COMPANY FIRST THEN 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 





Indianapolis Life has named Dr, M. O. 
to 


the board to fill the unexpired term of 


Columbian Appoints Perry 





Paul Revere Names Beebe 


Paul ‘Revere Life 
has named Allison 
S. Beebe director of 
the group sales de- 
partment. Mr. Bee- 


Hartford C.L.U. will sponsor its first 
pension planning forum for employers, 
attorneys, and accountants May 5. 

Speakers will be Laurence J. Acker- 
man, University of Connecticut; James 
E. Bragg, manager for Guardian Life, 
New York -City; Walter Raleigh, ex- 


be has been John 

| Hancock group ecutive vice-president New England 
sales manager at Manufacturers Council; Willis F. Me- 
Buffalo and assist- Martin, general agent Northwestern 


Mutual Life, New York City, and Denis 


ant director of 4 . 
B. Maduro, New York City attorney. 


group sales. He is 
a graduate of Mid- 
dlebury college, and 
a war veteran. 








Aitken at Canadian Meet 


George Aitken, secretary Great-West 
Life, discussed “Coordination—An Es- 
sential of Management,” at the spring 
meeting of Life Insurance Institute of 
Canada at Winnipeg. 


A. S. Beebe 





Columbian National Life has appointed 
Woodrow C. Perry assistant treasurer. 
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J. HOWARD ODEN, President 
110 EAST 42nd STREET 
NEW YORK 17, N. Y. 
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NEWS ABOUT LIFE POLICIES 





Equiowa Launches Series 
of Competitive Contracts 


Equitable Life of Iowa, effective May 
1, is issuing a new series of contracts 
headed iby a competitive special whole 
life policy issued in amounts of $10,000 
or more, a new $10 per month per $1,000 
income disability clause, and a series of 
liberalized juvenile policies. Effective 
May 1, a new series of participating 
policies will be issued on a $2,500 mini- 
mum basis. Premium rates have been 
revised so that in general there is a re- 
duction in rates at the younger and older 
ages in life and endowment plans. The 
10-year term rates have been reduced 
and multiple protection rates are un- 
changed. The new special whole life 
will be issued with a low gross premium 
and anticipated high dividends. Non- 
participating policies will be issued on 
life and endowment plans on a $1,000 
minimum with slight adjustments in 
premium rates. 


Income Disability Clause 


The new income disability clause pro- 
vides waiver of premiums to age 65 or 
end of premium paying period if earlier, 
a monthly $10 per $1,000 income to age 
65 or prior maturity, and maturity at 
age 65 for all policies not maturing ear- 
lier, if disability occurs before age 55. 
Waiver of premium is provided for dis- 
ability occurring after age 55 and for 
age 60. A new clause will be available to 
male applicants between 15 and 50 who 
are standard risks with stable incomes. 

The new juvenile contracts provide 
immediate full death benefits except for 
an initial 90 day period on policies is- 
sued to applicants under six months, 
when the benefit will be $250 per $1,000. 
The 20-pay life, 20 year endowment, 
endowment at 65 and income endowment 
at 60 or 65 for males and females will 
be issued on juvenile plans with $2,500 
minimums. The new whole life with its 
$10,000 minimum will also be available 
to juveniles. The endowment at 18 and 
the 18-pay life will be issued with $1,000 
minimums. A new single premium in- 
come continuation policy will be offered 
in units of $1,000, providing for return of 
either the premium or the cash value in 
the event of death before annuity pay- 
ments have commenced. 

The return under life income settle- 
ment options will be slightly decreased 
due to continued improvement in mor- 
tality. 

While an increase in dividends became 
effective March 1 for most plans on the 
2%% reserve basis, the company has 
announced that further increase in divi- 
dends may be anticipated on the new 
series of policies due to the increased 
minimums reducing expense factors. 

Non-medical limits for the ages from 
10 to 35 have been increased from $5,000 
to $7,500. Aggregate non-medical limits 
until a medical examination is required 
have been extended from $6,000 for all 
ages to $7,500 for ages 0 to 9 and 36 to 
40 and $10,000 for ages 10 to 35. 

While an increase in dividends be- 
came effective March 1 for most plans 
on the 244% reserve basis, the com- 
pany has announced that further in- 
crease in dividends may be anticipated 
on the new series of policies due to the 
increased minimums reducing expense 
factors. 

Non-medical limits for the ages from 
10 to 35 have been increased from $5,000 
to $7,500. Aggregate non-medical lim- 
its until the medical examination is re- 
quired have been extended from $6,000 
for all ages to $7,500 for ages 0 to 9 
ssp 36 to 40 and $10,000 for ages 10 
0 35. 


Occidental of California 
Reduces Ordinary Premiums 


Occidental of California has reduced 
tates on ordinary life, 20-payment life 
and life paid-up at 65, and level term, 





except term to age 70. The company 
has also increased non-forfeiture values 
on ordinary. 

In addition, a new participating junior 
estate policy has been issued. The 
policy will provide $1,000 to age 21, when 
it increases to $5,000, and becomes paid- 
up at age 65. 








Carl W. Olson, president of the Olson 
Construction Co. of Lincoln, Neb., has 
been elected a director of Security Mu- 
tual of Lincoln. 


Agency Cashiers Conference 


Agency cashiers of Mutual Benefit 
Life recently held a four-day conference 
at the home office. Policyholder service 
and correspondence, bookkeeping, and 
methods of handling new business were 
discussed in group seminars. The con- 
ference also included a tour of home 
office departments. 


Cashier’s Qualifications 

The position of agency cashier is a 
responsibility charged with the need 
for knowledge, leadership, and a prac- 
tical understanding of human nature, 
Carmen Gallia, Manhattan Life, de- 





clared at a recent meeting of the Life 
Agency Cashiers Assn. of San Fran- 
cisco. 

Miss Gallia added that regardless of 
how excellent the mechanics of the 
agency may be, they are of little value 
without the “intelligently interested co- 
operation of the human element.” 





Herring Milwaukee Speaker 


Joseph D. Herring, New York Life 
home office consultant on advanced un- 
derwriting, will discuss “Some Aspects 
of Current Tax Situations” at a dinner 
meeting of Milwaukee Life Insurance 
& Trust Council April 28. 








Sn heoing utlh Conkiuen lad Le 
bradtional record of v2 75t3 New ou —anolbher 
vemarkalle. achievement in life insurance! 


“m= egcIAL PRErERRED Poicy 


designed for the better-than-average-buyer who insures in amounts of 
$10,000 or more, it provides the lowest cost protection consistent with 


accumulation of full ordinary life cash values! 





CONTINENTAL AMERICAN’S SPECIAL PREFERRED POLICY 
Minimum Policy $10,000 Face Amount 
(Illustration—based on $10,000 Face Amount Issued at Age 35) 











Protection 
Cost per 
Policy Face Extra Total Annual $1,000 

Year Amount Protection* Protection* Premium Protection* 

1 $10,000 $1,000 $11,000 $239.50 $21.77 

2 10,000 2,660 12,660 239.50 18.92 

3 10,000 2,690 12,690 239.50 18.87 

7 10,000 3,050 13,050 239.50 18.35 

10 10,000 3,250 13,250 239.50 18.08 


*Assumes use of One Year Term Insurance Addition Option after first year and is based on our 
present dividend scale which is not guaranteed and may increase or decrease in the future. 








The new Special Preferred Policy is the re- 
sult of Continental American’s constant search 
for better life insurance to provide more pro- 
tection for each premium dollar. Proof of this 
are its benefits: (1) whole life protection for 
face amount; (2) guaranteed extra protection 


of 10% of face amount in first year—con- 
tinuing into later years by use of unique 
dividend option; (3) fully paid-up at age 
85; (4) accumulates full ordinary life cash 
values; (5) available with all supplemental 
benefits including family income provision. 


ConTINENTAL American Lire Insurance Company 


Wilmington, Delaware 
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Connecticut Mutual Creates 


New Agency at St. Louis 


with Hensley in Charge 





(CONTINUED FROM PAGE 11) 


In-Force Ranking of Life Companies at Year-End Shown 











R956 coscunrewcx Great National, Tex............. 65,973,708 
Connecticut Mutual has established BL RE 
Jack Hensley as a new general agent 4952 In Force + he 
at St. Louis with Cl eee ee 2,162,109 
offices in the St. ra meaner i 5g 64.429:749 | 239 
° ote 9 ANG... cere ere ceeee ptod,é Sy Pe ee Y 
Louis County Na- Pioneer Mutual, N. D........... 62,985,580 
tional Bank build- Great Amer. Res., Tex.......... 62,688,986 morn ds. eee 
: S GOED. .oscececes 9,306,158 CE eee 
ing. The company i Metropolitan Mut., Ill........... 62,189,744 Ae a aa 
has been represent- : Industrial ...... 60,182,724 7 eae neg ie a 
ed in St. Louis for | Postal Giles No Vio sc cesses. 62,181,606 
more than 40 years Group odneeesees A 
Family Fund, Ga 61,927,030 YT ee RCE 
by Stratford Lee Industrial ...... ; 
Morton, who will National Burial, ..  *59,746,717 SUR eee 
° Commonwealth L. & A., Mo..... 58,413,574 MR Ss eR Oren 
retire on or before Industrial ...... 52,967,007 
Jan. 1. Mr. Mor- Groups. ose. 510,000 2: a aN 
ton’s agency or- American H. & L., Tex......... 57,061,620 2B intgieemel-as 
fb hee & Group hc. es 14,171,961 DEB cca in cua 
ganization will at Wiscbiisin TAfe |...csi0c5++ 5000s 56,526,288 BAO caskets cciclets 
that time be merged Guaranty Union, Calif........... 56,162,014 
with the new agency Jack Hensley u Group .......... 15,526,600 SHO sia ah teins se 
. BIBS ounissaesuton Unity Mutual L. & A........... 55,328,63 
established by Mr. Industriel ...... 49,588,532 4 BBD isrsicere octets 
Hensley. EPEC E CTT Midwest Life, Neb........-.....- 54,601,846 
Mr. Hensley has been general agent 234...........-.. — Reserve, wane 54,449,857 2Oe eee eee eee eee 
: Ee i 2 
for Pan-American at St. sg | OE All American Assur., La......... 54,348,402 
1947. He started in life insurance in aa. ......, 36,660,532 BB Siscc< teats testis 
1939 with New England Mutual. He 236.............. Roekford Wife, Tll..............- 53,983,215 254... eee eee eee 
g 255 
served in the navy and after his dis- | _ Industrial .... ss 27,091,982 - fa 
h i ith E stabi Lif. f 2 yr ees Standard Tife, BISS. .....<..0scaee 53,531,223 256 
charge went with Equitable Life o Industrial ...... 17,720,569 Rnb paedinns ae 
Iowa. GPOUD: 5 625. s50.% 3,178,649 








Total 
Insurance 
In Force 
Cogetal States, “Gar. . 0. osc cnsicsve 53,432,174 
Industrial ...... 183,421 
NA See 2,143,28 
Pileeiis: Bo SEs; Gs oo oi acca 53,415,844 
Industrial ...... 41,550,778 
NE NAME 66 aie vias baie n carne agree 52,182,948 
Contery Lite, WOR... occ sc ecccses 51,099,140 
Attantic Comm: B: 1Oy oiciesccicecis-e *51,070,955 
Reserve Life, Tex......... Sree 50,799,329 
Industrial . 1,660,870 
oo Serre 642,000 
Natl. Pub. Service, Wash........ 50,744,289 
Oo 568,750 
International Fidelity, Tex...... 50,513,189 
Dominion of Can. General...... 50,316,214 
GRO: 6 oc eséisin nd 275,500 
Ry. Home Mutttal. ..cccccsescec 50,301,900 
OREN ac. ws oo. nine « 2,414,500 
Pioneer American, Tex.......... 48,835,893 
Sterling, Fl. «.:..s Sipps eros abakaisieters 48,398,757 
EP OUD oc ncis ces0 3,401,400 
Pennsylvania Mutual .......... 47,965,875 
Industrial ...... 27,482,022 
Cosmopolitan Life, Tenn......... 47,558,785 
Industrial ...... 46,511,486 
Philadelphia United ........... 47,537,166 
Industrial ...... 30,754,587 
POMS | cckie.s cs <ici 15,588,720 
Peyree a, AP kos cee eowtsennes 47,329,649 
ee ee rer erecta Tr 47,080,117 
Guardian International, Tex..... 47,020,131 
APOUD: 050.05 crews 117,000 
American Reserve, Neb.......-- 46,501,416 
Woodmen Central, Neb.......... 46,369,568 
SENID ¥.5 Awe sococeate 271,000 








THE WISE OLD OWL SAYS: 





“ While the sun shines prepare fer vain” 





The comfort and security of home and 
future are protected by the combined efforts 


of many unseen and unknown people. Police and firemen 
. .. weather observers and many others are constantly on 
duty to combat and warn of any trouble that might 
endanger life or property. In this complicated network 
the SOUTHLAND LIFE Representative cooperates in 


providing assured protection and in helping replace any 


losses that are suffered. 


SOUTHLAND LIFE multiple services are available to 
you and your policyholders through liberal brokerage 


agreement. 


LIFE * ACCIDENT ° 





INSURANCE 
JOHN W. CARPENTER, President 
“Serving Since 1908” 


COMPANY 
Home Office, DALLAS 


HEALTH °* HOSPITALIZATION * GROUP 


List Iowa Sales Congress 
Speakers at Des Moines 


The program for the sales congress 
at Des Moines May 24 in connection 
with the annual meeting of Iowa Assn. 
of Life Underwriters May 23 has been 
announced by Harold A. Miller, Mutual 
Life, Council Bluffs, president of the 
association. Des Moines General Agents 
& Managers Club will hold its dinner 
the night of May 23. 

Speakers at the sales congress will 
include W. R. Jenkins, vice-president 
of Northwestern National; Frank Man- 
grum, John Hancock, Chicago; Thomas 


T. Martin, Mutual Life, Murfreesboro, 
Tenn., and Harold J. Cummings, presi- 
dent of Minnesota Mutual. 


Honor Gillaugh at Dayton 


A luncheon was given at Dayton, O., 
Tuesday, honoring Thomas H. Gillaugh, 
new manager there of New England 
Mutual. Vice-presidents Homer C. Cha- 
ney, Charles F. Collins and Superintend- 
ent Robinson of Ohio were guests. 


The annual convention and sales con- 
gress of Idaho Assn. of Life Under- 
writers will be held on May 23-24 at 
Sun Valley. 


INSURANCE COMPANY, INC. 


OANOKE VIRGINIA * 





PAUL BUFORD. PRESIDENT 





























25, 1952 





——— 


Total 
urance 
Force 
3,432,174 


3,415,844 


0,744,289 
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Progressive Life, Ga............ 
Industrial ...... 18,986,178 
Gray ci ce eee ee 19,419,305 

Home Friendly, Md............. 
Industrial ...... 36,681,052 

Eastern Life, N. Y.....--..-eeee 
GEOG S.65..- ees 3,124,956 

Western States, N. D........... 

Expressmens Mutual, N. Y. oe 

Mutual Service, Minn............- 
GYOUp ...6..-%6% 18,118,666 

Guarantee Res., Colo...........-.- 
Industrial ...... 17,105,132 
Group ....ccceee 3,561,787 

Great Lakes Mut., Mich......... 
Industrial ...... 38,290,476 

Southern Life, Ga...........-++- 
CS Sa er 23,929,251 

Afro-American, Fla. .......-+... 
Industrial ...... 36,638,373 

Mutual Savings, Mo............. 
GEOED  .sere cence 466,600 

Maritime Life Assur., Can...... 
Group ....-..6+.- 352,250 

State Reserve, Tex............- 
Group .... «cess 1,904,000 

Gibraltar Life, Tex........ eecee 

Companion Life, N. Y...... Peee 
Group ....-ceeee 22,886,500 

Midwestern United, Ind......... 
GrOGD cccsicnsces 4,019,400 

Southern States, Tex........... 
GRORD .cccccscce 12,209,125 

Palmetto State, S. C............ 
Industrial ...... 


Olympic Natl., Wash 
Homesteaders Life, 
Bankers Union, Colo ‘a 
Globe Life, Ill.........ceccceees 
Industrial ...... 
Mammoth L. & A., Ky......... 
Industrial ...... 33,127,499 
United American, Colo.......... 
Church Life, N. Y......cceeso0. 
GEOUD .cccccccse 508,200 
Guarantee Res., Ind...........+- 
Ministers L. & C. Union, Minn... 
Life of America, Texas......... 
Industrial ...... $2,109,484 
Farmers Life, Ia.............--. 
Group ..... ilaiave 358,500 
Superior Life, Pa............... 
Natl. Life of America, S. D..... 
Bankers Mutual, IIll............- 
Postal Le. & C., Mo... .cccccsesse 
GFOUP 2666 ccc 1,345 





GOED .scccccces 18,309,965 
Rural Life, Tex.....cscccccccces 
Natl. Equity, Ark..........c.ee- 
Empire State Mut., N. Y........ 

Industrial ...... 3,344,156 

GFOGD ..ccvcscce 735,000 
American Home, Kan.........+- 
Federal L. & C., Mich........... 

Group ........+.6- 351,500 


Total 
Insurance 
In Force 

45,892,658 

45,141,131 

45,122,793 

45,067,466 

44,542,708 

44,272,074 


43,963,834 


43,229,876 
42,898,098 
42,369,581 
41,860,055 
41,831,648 
41,483,974 


41,471,384 
41,362,694 


40,447,881 
40,259,777 
38,113,027 
37,258,983 
36,236,260 
35,891,462 
35,672,906 
34,723,499 


34,076,659 
33,608,636 


33,310,790 
33,119,412 
$33,101,176 


33,045,966 


*32,414,235 
32,385,483 
32,171,537 
32,125,837 


32,080,709 
31,918,387 


31,850,055 
31,665,312 


31,261,240 
30,592,739 








Inaice Lravelers Names Crawford 
1952 In Force 


BUEN fsck ce As Northwestern Life, Wash........ 29,614,931 @S Manager at Seattle 
S98 <...5. Sra Columbian Mut., Tenn....... 29,554,812 x me 
990 or ee Loyal Protective, Mass 28,981,267 Cranteed oleae ae ae 
GEOO << <ccesces ord, SS1S roa 
80Ge ccc sivasdies Toramte — Life, 28,626,527 Francisco, to man- 
ndustrial ..... ° 
SONe x. ouesasen Commercial Life, Ariz 28,364,360 #8€r at Seattle to 
Industrial ...... succeed Philip B. 
Group .....+.0- Putnam, who has 


Kansas Farm Life .. 27,743,467 been a ppo inted 














Vulean L. & A., Ala 27,716,650 
Industrial ...... manager at San 
aa ‘ Group areeeee 12,986 iii Francisco. 
teed cagwencene Yommercia ravelers, Utah.... “ p 
SOs Gale 6 satawe Guaranty Income, La........... 27,512,303 Mr. Cra ~ ford 
ihe crea Sunset Life, Wash. ............ 27,443,878 has been with the 
= Nacécea dee uerks Old Dominion, Va. ............- *26,973,229 company since 
Wb vececlacwoews United Home, Ind. ............. 26,549,385 9 a 
$0066. es Progressive, N. J. ..........00.. 26,010,231 — and a mem 
Industrial ...... 25,623,231 er of the life, ac- 
Group ..........- 371,000 cident and group 
SIG 6 isis sinc Heres ba ate seis WO sé dicccee 3 aa 25,952,424 department since 
ndustria 2,361,700 
Gaunt ys ose: 19,398,789 1941. He became 
SRics Heascdcees Natl. Educators, Tex............ 25,497,088 assistant manager 
Siccvcedecweees bebe — DME ieattvcancees 25,152,847 at San Francisco in Ww. B. Crawford 
ndustrial ...... 496 ; : . 
lec cca at Domestic, L. & A., Ky.......... . 24,881,125 1946. He is a graduate of University 
Industrial ...... 23,138,175 of California, and a veteran. 
DGG ks ducueeeduwe Great Northwest, Wash.......... 24,352,144 
co [gears eee Fidelity Life Assur., Can......... 24,314,044 
CO 6 ceen ces 227,500 
SIGs sc ceeee asd. Federal Old Line, Wash......... 23,739,814 7 
SRE ccceueeasedes Beneficial Standard, Calif....... 23,542,839 Jefferson National General 
GHOGE cc cveedece 582,000 s 
Philanthropic Mut., Pa. ........ *23,033,450 Agents Hear of Sales Gains 
State Mutual, Ga. ............-- 22,918,359 F 
are ELLE en go A. & H. sales for Jefferson National 
SRW oc 3 snes Public Savings, S. C.......... nr. 22,188,096 Life for the first quarter were up 143% 
SE ss cease Service Life, Neb...........+++: 21,962,515 Over 1951, while life insurance sales in- 
SES co accdicccadene si Ohio ere 21,475,476 creased 17% for the same period, Presi- 
pone ia 1'024.750 dent E. Kirk McKinney told over 50 
SIGs se tacwaes Wosdmen Central Assur., Neb.... 21,448,952 general agents and district representa- 
TOUP ...... tees 1,436,000 tives at the company’s recent agency 
Pyramid, Kan Ce eeccccvccencs P x : . f 
Mn to .. oat oat.t64 meeting at Indianapolis. 
United Mutual, N. Y............. 20,744,511 Talks were also given by Eber Spence 
Industrial 9,182,933 j id yi. , : 
OS CREED ETS Lincoln Mutual, Neb............ 20,326,673 V1Ce-Pres! ont agency director Amer- 
Oe tos. at WN TE ov access cencaccs 20,211,795 ican United Life, and Alden Palmer, 
ce aes ae mae era Comm. & Ind., Tex...... aes aie 20,137,247 vice-president Insurance Research and 
ol ee 589, i i 
rl EES State Nath Beso iocccccasccucee *19,383,347 Review Service. 
SObneaddweasucens Western Life Assur., Can........ 18,591,812 
Ge Ga vecsesweess Great American, Kans........... 18,492,405 
CC Aare uetherticed Mut., a cannes 18,480,496 Manufacturers Hear Palmer 
TOUP ccccccccce 860,250 
SEG a6 Sen cd Cause Pierce Ins., Calif..............--. 18,407,988 < r 
Gsoume 71,690 H. Bruce Palmer, executive vice- 
336 PEPE ERE EE American Home, S. C.........- *18,345,062 president of Mutual Benefit Life, talked 
Dicvencwecceuss aaa ae ines ees be 17,812,483 on “The Principles of a Benefit Insur- 
CUR rs onnes "76,000 ance Organization” at a luncheon of the 
(CONTINUED ON NEXT PAGE) Manufacturers Club of Bloomfield, N. J. 


























Starting an Acudent & Health Department? 


Stockpiled in our files is the lore 
of three decades of the successes (and 
some disappointments!) in this field. 





New York 
107 William St. 


This reservoir of practical experience 
may hold the answer to some problem in 
your program; you may tap it at will, 
without fee or obligation. 


yD: 2 


Employers’ staff is at your service for 
consultation, analysis or comment — as 
well as comprehensive Reinsurance service 


in all branches of Accident & Health. 


KANSAS CITY, MISSOURI 
21 West 10th St. 
Chicago San Francisco 
175 W. Jackson 114 Sansome St. 
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(CONT’D FROM PRECEDING PAGE) 


Professional & Bus, Men's, Colo.. 
Industrial 2,300,497 
Central Life, Fila. .....scssceces 
Industrial 


nae we veeaw Savings Bank, Conn............- 
GROUP scccoccces 2,887,100 

San ee enele Forest Lawn, Calif ...........-- 
CO rah Se 1,136,86 


Natl. Bankers, Tex....... o* 
Old American, Wash..... 
Armed Forces Mutual, Te 
Louisiana Life 
Employers Life, Ala.... 

Industrial 







71,550 


eee 14,212,733 

$aoee0nee George Washington, W. Va...... 

GROUND. cscccevccs 306,000 

$0060.66" Southern Natl., La.............. 

Industrial ...... 14,655,244 

RS ere 839,228 

$000 0,600% South Coast, Tex......cecesceee 

b> scenes Citizens Home, Va@.....+-cccerecs 

Pre rT? ot Rural Security, Wisc..........--. 
s¥eebecess Industrial Life, Pa.............. 
Industrial ...... 14,457,195 

ode eee nee Dixie Ia & H., Fla... .ccccsccces 
nista6 oa be Grange Mutual, Idaho.......... 

ov eveec es Farm Bureau, MoO........+.++++- 

PPT TT re Mutual Benefit, Md............. 

Industrial ...... 13,028,966 

600042000 Gov’t Employees, D. C.......... 

EOE 2 vsccceves 3,765,618 

ery rer International Life, Tex......... 
Industrial ...... 510,036 

Seto S¥oe Southwest Res., Tex...........- 
owes 9.00 om Puritan Life, R. I....cscccvvcces 

GOED «<6 se v208 1,856,600 

pe vnweses Peoples Life, La. ...ccccrsccoce 
o6ebweese Manhattan Mutual, Kans........ 
So ve decee American Std., D. C...........- 
Group ....cesece 9,420,225 


Provident Indem., Pa........... 
Asso. Funeral Dir., La.......... 
Amalgamated L. & H., Ill....... 

Group 


Total 
Insurance 
In Force 

17,438,347 


17,279,132 
17,080,525 
16,920,036 


16,638,497 
16,163,589 
15,569,062 
*15,552,768 
15,540,733 


15,504,171 
15,494,472 


15,050,418 
*14,872,489 
14,650,672 
14,504,695 


*13,967,540 
13,738,773 
13,511,769 
13,349,487 


13,017,733 
13,012,799 


+*12,709,863 
12,543,931 
12,272,433 


*12,165,149 
*11,894,302 
11,653,250 








Total 
Insurance 
In Force 

Fidelity H. & A. Mut., Mich..... 11,411,984 
SIRO . <.00b.t:000:0 5 7,781,629 

Jackson Mutual, IIl...........-. 11,372,045 
Industrial ...... 10,079,471 
GERI ccc cwwsice 130,000 

Standard Reserve, Tex.......... 411,279,047 

Brookings Internatl. L. & C..... 11,226,355 

Richmond Beneficial, Va........- 11,119,634 
Industrial ...... 9,812,621 

American Bankers, Tex......... 11,003,313 

Rushmore Mutual, S. D......... 10,960,742 

Pennsylvania L., H. & A........ 10,948,860 
Industrial ...... 6,361,366 
rrr re 603,500 

Southern Aid Life, Va...........- 10,918,267 
Industrial ...... 9,348,244 

California Farm Life........... 10,918,000 

Acme Life, La. ..cccccccecseces 10,842,314 
Industrial ...... 10,784,814 

Amer. Home Mutual, D. C....... 10,629,351 
Industrial ...... 10,609,151 
GPOUD oesécscees 19,800 

American Fidelity, Tex. ....... 410,310,611 

Reliance Mutual, Ill. ...........- 10,268,978 
Industrial ...... 79,405 

Dixie Security Life, S. C......... 10,157,640 
Industrial ...... 9,125,486 

Tennessee Valley Life........... 10,056,354 
Industrial ...... 1,694,234 
re 26,000 

Winston Mutual, N. C..........- 10,051,155 
Industrial ...... 9,044,482 

Virginia Mutual Benefit......... 9,891,876 
Industrial ...... 8,643,223 

Guaranty Savings, Ala. ........ 9,847,200 
ea 448,500 

State National, Mo.............. 9,672,844 
POUD occas ences 1,680,493 

Excelsior, Texas ....ccecssseces 9,656,162 
Industrial ...... 9,205,296 

Family Security, Tex............ 9,565,702 
Industrial ...... 8,366,012 

Union Protective, Tenn. ... a 7*9,276,880 

Lincoln Benefit, Nebr. ..... 9,203,555 

First Natl., Aris. ....ccccccccces 9,162,268 

Evangeline L. & A., La 9,117,285 





Industrial 7,567,285 














ANiCO representatives 


are Anico’s best 
advertisements 


F. H. EVATT, Greensboro, N. C. 


MOST VALUABLE ORDINARY 
REPRESENTATIVE IN 1951 













Without previous insurance experience, in 
his two years with Anico Mr. Evatt won 
the highest title the Ordinary Department 
can bestow—Most Valuable Representa- 
tive. To earn it, he has a perfect per- 
sistency on an exposure of $532,314 of 
client coverage. Mr. Evatt has not had a 
single lapse in his entire insurance career! 
He uses the special Anico plans. He sells 
only on a need basis. He renders service 
first and sells second. Mr. Evatt exempli- 
fies in the highest degree the 
type of man who is making 
Anico famous for service and 
policyholder satisfaction. 


succeeds. 


can be devised. 


W. L. MOODY, JR., PRESIDENT 









For information without obligation 
address “‘Executive Vice-President” 


AMERICAN NATIONAL 


nuwrance Company 


A working ccntract that permits outstanding earnings. 
* Policies that stand out in value against any competition. 


* A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


* The most modern and effective selling aid program that 


GALVESTON, TEXAS 




























ASSOCIATIONS 


LATE NEWS 


Ralph E. Knabb has been advanced 
from executive vice-president to presi- 
dent of Guaranty Life of Florida. Lucius 
Knabb, president, becomes chairman 
and C. G. Knabb is now executive vice. 
president. 

Berkshire Life has appointed Clair A, 
Bernard general agent at St. Louis. 

Kansas City Life has designated 
Arthur J. Blum general agent at Miami, 

Aetna Life has appointed Richard D, 
Fuchs associate general agent at Denver, 
He has been supervisor at Pittsburgh. 
He joined Aetna Life in 1945 at Omaha. 


Cal.-Western Officials on 
Industrial Medicine Panel 


Western Assn. of Industrial Physi- 











cians & Surgeons will hold its annual 
meeting at Los Angeles on April 26 to 
discuss problems of California U.C.D. 
and workmen’s compensation coverage. 
There will be a panel discussion led by 
H. Harold Leavey, vice-president and 
general counsel of California-Western 
States Life. Other speakers will be R. 
M. Clauden, claims manager of Indus- 


trial Indemnity of San Francisco; H.M, 4 


Wilson, chief of disability and hospital 
division of the California department of 
employment; Edmund J. Thomas, Jr., 
chief counsel industrial accident com- 
mission, and John H. Fabretti, superin- 
tendent of the group policy payment | 
division of California-Western States. | 





Hold Wisconsin Annual 
Meeting at Madison May 23 


Plans are under way for the annual 
meeting of Wisconsin Assn. of Life 
Underwriters at Madison May 23 in 
connection with the sales congress 
sponsored by University of Wisconsin. 
Wisconsin Life Managers & General 
Agents Assn. will meet at Madison May 
22, and participate in a joint dinner and 
round table that evening. 

Sales congress speakers will be A. R. 
Jaqua, Southern Methodist University; 
Raymond Dolwick, Cleveland general 
agent of Northwestern Mutual; James 
R. Love, R. & R. Service, Indianapolis, 
and Carl Ernst, North American Life 
& Casualty, St. Paul, president of Inter- 
national Assn. of A. & H. Underwriters. 
The life insurance play, “The Education 
of Richard Roe,” written by Laflin C 
Jones, director of insurance research for 
Northwestern Mutual, will be presented 
by a cast of 15 by courtesy of that com- 
pany. 


Oakland-East Bay, Cal.—Elsie Ullrich, 
agency secretary of Fidelity Mutual Life 
at the home office, spoke at the April 18 
luncheon meeting on ‘The Wife in the 
Life Insurance Sales.” 

Washington — The Washington-Balti- 
more sales congress was the biggest 
ever with about 1,000 attending. 

Pasadena — Jack White, first vice- 
president of the Los Angeles association, 
spoke on “What’s Ahead.” 

LaPorte, Ind.—I. E. Rosholt, supervisor 
of agents of Lutheran Mutual Life, 
spoke before the LaPorte County asso- 
ciation. 

Janesville, Wis.—Stuart Koch, district 
agent of Northwestern Mutual, Janes- 
ville, spoke at a luncheon meeting of 
the Southern Wisconsin association on 
training and education of agents and ex- 
plained the C.L.U. program. 

Grand Junction, Colo. — G. A. 
L’Estrange, vice-president of United 
American Life, spoke at the association’s 
fifth anniversary meeting on “Are We 
Awake?” 

Indianapolis—Charles A. Cleeton, gen- 
eral agent for Occidental of California, 
Los Angeles, and president National 
association, will speak at the May 6 
annual meeting. 

Wichita—Charles E. Cleeton, Occiden- 
tal Life, Los Angeles, president of 
N.A.L.U., will speak at the April 30 
luncheon meeting. 

Toledo—George L. Chapman, Jr., Penn 
Mutual, has been elected president; Dean 
C. Lauffer, first vice-president; James W. 
Knapp, second vice-president. 


WANT ADS 





Rates $13 per inch per insertion— | Inch minl- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago oe — 175 W. Jack. 
son Blvd. individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 





ASSISTANT WANTED 


Large Chicago General Agency of old 
established Eastern Company has excel- 
lent opportunity for an experienced Super- 
visor with successful record in recruiting 
and training. Our Company Plan offers 
exceptional future General Agency ap- 
pointments. Write us in detail all par- 
ticulars which will be treated confidential. 
Address L-22, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








LOOK INTO THIS 


An opportunity in Group sales with a 
large, well established insurance company 
going into the Group business. We need a 
man with four or more years of experience, 
who is ambitious and wants to get ahead. 
Earnings are commensurate with experi- 
ence. Write us about yourself. Your in- 
quiry will be kept confidential. Address 
L-28, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








WANTED 


by a small Ohio Life company, young man, 
underwriter experienced in Home Office Life 
Department and familiar with Home Office 


accounting em. Give full details, stating 
salary wanted and address. Address K-92, The 
National Underwriter, 175 W. Jackson Blvd., 


Chicago 4, Illinois. 








TWO FIELD SUPERVISORS 


Central western y, life, ident and 
health, operating in forty states—fifty agencies. 
Need two high grade men with experience in 
both lines preferred. Age between 30 and 50. 
Real opportunity for ambitious man. Address 
L-3, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Hlinois. 
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GFOUD 2. cccecess 75,000 i TRE Security State, Idaho .......... 75,504,259 
——— Pe Lea ig Kansas...... x sees 9,041,680 2. Se bade Natl., c. eee eeeecece 5,335,819 Group Head by Bankers, Ta. 
PUNE PIGAE: ooo en ccs se Oe EA cats 9,003,532 Industrial ...... 349,750 : 
. Lucius - gt na 8,889,532 aun... 1.397 bee Bankers Life of Iowa has named 
hairman ROE Oe American Life of Baltimore..... *8,984,100 Pe ae Piedmont Ins., Ga. .......... eee 5,307,394 Frank H. Weisman 
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: . ee eee Nebraska Natl. ...........0e00 8,812,449 CS eet Independence Mutual, N. C...... 4,639,842 - and northern Indi- 
ouls, “2, 1 ea aeaee Unity Life, Tenn. .............. *8,720,141 Industrial ...... 2,508,942 Chi 
signated BS cae National Home, Mo............. 8,444,819 TS eee Wisconsin State Life Fund...... 4,574,600 ana, at Chicago. 
iami 00 eee Prov. Home Ind., Pa............ *8,372,927 Se Sr Fidelity Reserve, Ark. .......... 4,477,549 Mr. Weisman en- 
~ rere sf ye, SCE eee) *8, ® Strial ...... . i 
hard D. = here tae Geen Cuntead eiks. aired dae aesueas WU aie s':5 sidatees Lee Nal a. Lepeewenunes nv on ee 4,427,727 tered the business 
Denver OL AGC a CO Be Guaranty Life, Ga. ............ 8,024,031 Group... << ..<+-: 2,342,302 with Califormia 
sburgh. pinduatrial Becees 7,341,163 = ‘ongeeeas y Meer Lees) standard, ROMS ccs «asnes 4,267,125 Physicians Service 
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Omaha. - eee oa encerk a's Pause wacertiy, We OS res Yi nnn gh cS eer he Citizens Lé& C., Calif Veneee eee : hectare at San Francisco in 
aca WER cece cee Dunbar Life, Ohio ............. 7,691,877 pi qyindustrial |... 1,933,045 — He subequent- 
Industrial ...... S06nee.. «si i“—(i(ié(j#(y}”§”}NMPC BBR ec tnvitcscens Fatemtower, TOS.. .ccccccacicwece 3,888,140 n- 
Hi Coe ee Guaak Satan TH... Mier 7,678,886 induatvial ...... 3,492,278 lie eg AR H 
on Group .........: 1,273,778 PO eR OL epee ae Texas Reserve Life......-...-.. 3,868,841 endent Of fi. & £2. 
(CO a eee Sam Houston Life, Tex. ........ 7,626,686 Group .......... 318,735 for the American- 
el BAW ios cio lwie vactinls Western Mutual, Ill. ........... 7,583,271 488... cece eee. Federal Life, D. C. ........... *3,861,188 F. H. Weisman Associated group at 
aac ¢sstar ba Citizens Natl., Ind. ............. 7,449,531 439.0... cc cecceee Service L. & H., S. C........... 3,841,169 St. Louis, and en- 
pi  eaeoepea po ae 5 pa lgaaea alee “Lisenate 440 ey Pa a 3,814,918 rollment director for Louisiana Physi- 
dustrial ...... 27,516 Be: Peoples Life, MSE ae OS os $3,804,612  ¢j i 
il 26 to ere ee munaeak & A., ian ee 7,123,472 GD «: <p inicio, Cae a4 asda tee Gk, Gee dee AUaes Hees , 3'561:200 cians Service at New Orleans. 
U.C.D GROUD. «<6 e050 ae 1,380,000 Industrial ...... 
; *. ere Equitable L. & C., Utah........ 7,036,893 GEOG 6256+ «sc 
‘at ae ingentinetic Ii Ton........ 7,028,167 448.0... cece eee Capita City, DiO.) <6. ecsee ves $3,546,504 Hancock Marks 90th Year 
a gee a eet Royal Guardians, Can. see 6,892,856 Industrial’ ...... 13,492,294 John Hancock recently marked its 
7 “Sig 4.400 bas Oe SOC S ON Combined American, Tex. ...... 3,404,255 90th anniversary with “Boston’s biggest 
—— MN oe sid Mee Southern Natl, Tex. .... ene 6,821,023 sie id) ee _ 549,500 family birthday party” for 6,000 guests. 
eR. 1 Se ee United Bankers, Tex. .......... 6,541,589 BAD eo os ee een vees Independence L. & A., Ky. a Ra 3,321,183 President Paul F. Clark greeted com- 
Indus. ‘uae E Bea pyrite Industrial ...... 1,986,002 : 
} Gees estern Amer., Nevada ........ 3,491, TA lie oe Professional Corp. Fla. ........ 3,209,580 pany directors, home office personnel, 
x 9S le eeeeerrerr Amer. Standard, Tex. .......... 6,142,130 pr Sabato United tee, La Gen. Sisates former emploves im military series, s6- 
Ospital Industrial ...... 828,480 Re 7 ee Zurich Life, N. Y.......... f 3,121,450 4; : 
1ent of 0) Ae Great Eastern Mut., Colo. ...... 6,008,383 | Grice... :... 3,112,953 ieee tired employes, and guests of honor from 
. 2 Industrial ..--.- 3,680,508 (CONTINUED ON NEXT PAGE) the field. 
| com- 
— Set Speakers Roster for 
yment | 
ates, Kentucky Meeting May 22-23 
== Charles E. Cleeton, general agent Oc- 
cidental of California, Los Angeles, 
) S president National Aste, ft Life, Un- 
derwriters; Stanley C. Collins, Metro- 
ee politan Life, Buffalo, N. Y.; PRUDENTIAL 
minle O’Quinn, assistant general er ao 
Tues- Life, Laurel, Miss.; Harry S. McCona- 
Jack. chie, vice-president and superintendent SECURITY PLANS 
ested of agencies American Mutual Life of 
Iowa, and Insurance Commissioner 
Spaulding Southall will speak at the SELL 
are May 22-23 convention of the Kentucky 
) association at a seamen 
The convention will also be highlighte 
by panels on estate planning; program- BECAUSE THEY SERVE 
old ming; business insurance, and indus- 
xcel- trial insurance. 
vail J s s 
iting Chicago Association, Trust = | 
ffers Council, in First Meeting Mrs. Anne Caldwell, mother and homemaker, says — 
ap- : ; ! 
Chicago Assn. of Life Underwriters 6 ‘a 
par- will meet jointly with the Chicago Life My husband died less than two months after we got 
tial. Insurance & Trust Council, May 14. this policy. But thanks to John Teppler, our insurance 
+ Speakers will be Rollin B. Mansfield, : 
mm assistant vice-president First National man, the children and I have a roof over our heads 
Bank of Chicago; John W. Heddens, atv 7 oe 
trust. officer Continental Tilinois Na- today — and our home is free and clear. 
— tional Bank, and Austin oe ar 
torney Northern’ Trust. aro P 6 * 79 . 
Clark, attorney, will moderate the meet- John Teppler says, Prudential’s Temporary Income policy com 
ing. The program will close with a pletely covered this $8800 mortgage for only $19.32 quarterly at 
la | question and answer session. i ie ss 
ey age 35. Rock-bottom cost is what makes this plan so popular with 
da Hear Clements at Austin may mortgage insurance prospects. It is thrifty decreasing Term 
1 alin ai thie Rinliedaaailion at Satie, insurance, and Prudential makes it available in a wide variety of 
“~ Tex., Assn. of A.&H. Underwriters was terms.”’ 
eri- Sam Clements of Provident Mutual Life, 
ine wha discussed “Business en In- Th T I li il fi 
surance.” He pointed out that business 
ess 3 ; Zines po. 
W A.&H. insurance will minimize the loss e Lemporary income policy can be tailored to fit the needs 
Bie ome) cunet oF & insinces, of almost any prospect. Just get from your prospect: HIS 
is disabled, and eliminate the double sal- 
J | fk sled, tnd init the dbl a AGE, INTEREST RATE, MORTGAGE BALANCE, YEARS 
poration is sick or injured. FOR MORTGAGE TO RUN. Your nearest Prudential Agency 
i Dr. Henry T. Owen, professor of in- ps s 
6 surance at the University of Texas, pre- will supply the other details. Call on us today. 
ce sented plans for the disability insurance 
"9 sales course to be given at the university 
d., June 2-4. The above facts are based on an actual case, 
but, of course, true identities are not given. 
wet Name Henderson, Pettigrew 
Life of Georgia has appointed Charles MS 
nd K. Henderson and Howell P. Pettigrew nsurance ompany 0 merica 
. 4 the training department. Mr. Hen- 
| erson joined the company in 1949 at 
0. : P A mutual life insurance compan 
$s Macon, Ga. Mr. Pettigrew went with ome 
on the company at Spartanburg, Ga. He is HOME OFFICE: NEWARK, N. J. 
ie past secretary-treasurer of the Spartan- 
burg Assn. of Life Underwriters. 
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(CONT’D FROM PRECEDING PAGE) | Total 
Total Insurance 
Insurance } 1952 In Force 
1952 In Force Behe. cniaicat cee National Benefit, Iowa ......... 1,314,294 
449.0... ee eee eee Lincoln Republic, Pa. .......... *3,086,567 OBE otc eS American Internatl., Tex........ 1,299,910 
eee ee eS a *3,067,741 ft Dee ee Sao Wault. Ben. Mut.,. Pa... 0ss ees *1,256,576 
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SER EEE ee ee eee 2,593,354 NID Ca cisci aeniegice 776,500 
Industrial ...... 2,560,463 COR avs axtihesess Home Owners, Texas .......... 697,808 
ere Western Mutual L. & C., S. D.. 2,466,666 ccc onienes 697,808 
BERS Old American, Mo. ....cscccccs 2,487,242 (| nn Sette eee Videtlty .Asmser., Wek. .066cieves 675,170 
ees ssese es eh sees CONOR TALS: WIR. 66 6. iors 50s dese ss 42,381,525 a ae American Republic, Ia.........- 640,061 
Industrial ...... +2,161,489 UII 5.5: 0:0.nn een 218,000 
Delaware Mutual ..............- 2,367,354 OR. cssacaekess Pioneer Insurance, Neb. .......- 417,531 
Columbia Mutual, Ia............ 2,251,520 Industrial. «.....,.. 4,207 
North American Mut., ys 72,213,002 MDs ice aesncecetale ay United States Natl., La. ....... 7*376,416 
Industrial ...... BRR. ies ei a Widelity Wath, Wek, <........... 300,834 
Southern Life, Md. ............ *2,154,724 a een ean National Security, Tex. ........ 154,000 
_— Mann Life, Il. 2,033,900 Jan. 1, 1951 Jan. 1, 1952 
- REE RS J ¥ 5 2 
Wiret Life, Texas .....:......-+. 2,004,365 Total Ordinary 2 at Sena eee eae $168,616,564,501 $251,208,696,068 
Ch ; . Total Tadustrial .. ...ccsccsicccese 34,944,140,701 36,364,872,294 
‘hurchmembers Life, 41,900,646 : 0 63,062,044,134 
Fidelity L. & D., Colo. .. 1.841.031 POET CAPO ose ec oisinnw'ein anewewee 54,832,137,36 ’ , ’ 
Douglass Life, La. ..... *1,650,983 = x 
Wabash Life, Ind. ..... 1,581,235 Total All Classes ........-+..-- $258,392,842,562 $280,625,542,796 
. American Home, Iowa ......... 1,347,467 Sa 
Picccsnnassae est Westland Life, Calif. ........... 1,317,565 *All Industrial. +Figures as of Dec. 31, 1950. 











Wilkin Wins Union Central 
Clark Award for Production 


The Wilkin agency for Union Cen- 
tral Life, Kansas City, received the com- 
pany’s Jerome Clark award for out- 
standing production for 1951, at a meet- 
ing of the $500,000 club at Miami Beach. 
The Fowler agency, Boston, placed sec- 
ond. The award was established in 
honor of Jerome Clark, former vice- 
president. 


Plan Raleigh Sales Congress 


Speakers have been announced for 
the sales congress of Eastern North 


will draw about 100 A. & H. men from 
eastern North Carolina. 

The meeting will open in the after- 
noon with greetings from O. E. Stub- 
blefield, Educators Mutual, president of 
Eastern North Carolina Assn. Sales 
talks will be given by T. K. Mersereau, 


To Honor E. J. S. Brown 


On April 30 New Jersey Life Asso- 
ciates, state agent of Crown Life with 
headquarters in Newark, will give a 
dinner at Newark for E. J. S. Brown, 
assistant general manager of Crown 


Monarch Life, Baltimore; John Life. The agency is headed by M. Dick- 
Galloway, Galloway agency, Birming- stein. 
ham, Ala.; Jack Wardlaw, Wardlaw Crown Life’s spring “campaign of 


agency, Raleigh, and Harry E. Ritter, 


ic, General Acailant, Philadel roses” is being conducted in honor of 


Mr. Brown, since he is retiring in July. 
Two others from the home office will 
attend, A. F. Williams, vice-president 
and superintendent of agencies, and 
I. M. Gilbert, associate superintendent 
of agencies. A reception will precede the 
dinner. 


Charles F. Edwards, New York Life, 
spoke on “Selection Is Our Business,” 
at a meeting of the Seattle managers. 
George C. Harrison, Canada Life, was 
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Carolina Assn, at ‘Raleigh April 2, 


which 


chairman. 
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A New and 
Indispensable 
Working Tool 

for Many 
Underwriters 





) 
i 
RESEARCH 


PAUL SPEICHER - PRESIDENT 


During the time the new R & R Pension 
Trust Manual was being written, the 
editors were the ones working over-time; 
now it’s the boys in the shipping room— 
they’re in a dizzier swirl than they’ve 
been in for months . . . and all because 
of the many long distance, air mail, spe- 
cial delivery “Please Rush!” orders pour- 
ing in for the new 


R & R PENSION TRUST MANUAL. 


Our original press-run on this manual 
will be depleted weeks ahead of the time 
we anticipated so if you haven't 
ordered your copy of this new, exciting, 
authoritative, business-getting manual, 
wire or airmail your order today. 


The R & R Pension Trust Manual is an 
indispensable working tool for every life 
underwriter working in or seeking to 
enter the pension trust field. It is exactly 
the kind of Pension Trust treatment you 
want for study purposes, and as reference 
material in the interview. 


Low Prices: Spiral bound, chrome cover, 
84x11. Single copy, $4.10; 2-9 copies, 
$3.95 each. 

EVERY ORDER SHIPPED ON 
SAME BASIS WE’VE SHIPPED ON 
FOR 38 YEARS: SATISFACTION 


GUARANTEED OR YOUR MONEY 
BACK! 


THE INSURANCE 
IEW SERVICE 


NDIANAPOLIES 

























Non-Medical Death 
Rate Called Dubious 


(CONTINUED FROM PAGE 1) 





$2,400 could be issued safely without 
a medical examination. 

The importance of a careful analysis 
of non-medical business was indicated 
by Mr. Phillips’ announcement that in 
April, 1951, the proportion of business 
issued without benefit of medical ex- 
amination by New York Life was 56% 
by number of policies and 39% by 
amount of insurance. 


USUAL PRACTICES 


Mr. Phillips also made an analysis 
of the maximum limit of non-medical 
insurance written in one year by each 
of the 25 largest life companies. Al- 
though a number of these companies 
will issue up to $10,000 non-medically 
at the younger ages, the most common 
current practice is to use a $5,000 non- 
medical limit at ages 40 and below 
and to use age 40 as the maximum 
for obtaining non-medical insurance. 

While refraining from suggesting that 
companies that liberalized their non- 
medical programs went too far, Mr. 
Phillips injected a note of caution. 

“In the future, we may have to in- 
troduce some further safeguards to pre- 
vent impaired lives from loading up 
with large amounts of non-medical in- 
surance by purchasing the maximum 
amounts from several different compa- 
nies,” he said. 


Careful Control Indicated 


“The mere fact that some companies 
are now issuing more than half their 
policies on a non-medical basis sug- 
gests the need for a careful control of 
our non-medical underwriting. We will 
have to keep a close watch on the mor- 
tality experience on non-medical busi- 
ness issued under the more liberal 
amount limits. The data I have pre- 
sented also clearly indicate the neces- 
sity for more refined mortality studies 
which will properly measure the amount 
of excess mortality that results from 
the elimination of medical examina- 
tions.” 
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School of Life Insurance 
Advertising Is Envisioned 


(CONTINUED FROM PAGE 1) 


agents from Missouri with their wives 
to visit the home office. Mr. Leader re- 
ported Bankers Life of Iowa, as 
part of the home office tour arrange- 
ments, sends a photo to the home town 
paper of each tourist agent. Bennett 
Taylor, National Fidelity, explained 
how his company’s employes meet on 
company time to explain their duties 
to other employes and to familiarize 
each other with their jobs. Stanley 
Richman, General American, explained 
the employe orientation course consist- 
ing of eight sessions. 

Mr. Mullen said that General Ameri- 
can prepares a special roster to enabie 
field men to know whom to write at the 
home office. Lillian Gilster, Franklin 
Life, said the agents are encouraged to 
write to a particular division rather than 
to an individual who might be out of 
town. 


Publicizing the Agent 


Darrel G. Hinkle, Guarantee Mutual 
of Omaha, said that his company’s pro- 
gram of showing what the company 
does for the agent is working very well 
as recruiting material sent to the gen- 
eral agent. Mr. White told how his 
company assembles material for write- 
ups of agency personnel, together with 
data cards and photographs. Where 
agents’ photos are not forthcoming, F, 
Alan Chab of American United, said 
that if an agent’s Photo is not available 
for use in the agents’ publication, the 
photo of an old gray-beard mountaineer 











Back of the Name 
Lutheran Brotherhood 


%& STANDS 


Mr. Melvin Mathison a member of the 
Mikkelson Agency of Fergus Falls, Minn. 
A new man with Lutheran Brotherhood in 
1950. During 1951, he had well over one- 
half million dollars in 
new business issued and 
paid for. This Society is 
proud to present its 
“*Life Career” sales lead- 
ers to the life insurance 
world. 


M. MATHISON 
Fergus Falls, Minn. 











Fergus Falls, Minn. 


*233,989 members, insured for $372,095,021.00. This 
is a Lutheran Society, thirty-four years old. . . 
There is a successful “‘Life Career” for you too as 
our sales ive to all L in your 
local area. Check the offer we can make for you 

+ « decide now . .. write today! Address your 
letter to the Supt. of Agencies .. . 


This Is YOUR Life Insurance Society ; 


py Ms 


Carl F. Granrud, President 
608 Second Ave. So., Mi polis 2, Mi it 

















*, and be sure to tell the girls, I'll be wt 
the Lord Baltimore Hotel two days before 
our executive meeting in Baltimore.” 
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,g substituted and has a way of bringing 
in photographs. 

Mr. Ellis, American Mutual, presided 
at the Friday morning session. ; 

Wayne Bishop, Pacific Mutual, dis- 
tributed the buzzing gadgets which 
Pacific Mutual is using in its spring sell- 
ing bee. A teaser used in the campaign 
is a small jar of California honey sent 
to various individuals, including wives of 


- general agent. 


general agents and a letter sent to the 
He commented that it 
is important for the home office to help 
the general agent and to get the wives 
interested so they will participate in 
such a project. 

Mr. White explained his color har- 
mony manual and how it is helpful to 
him in getting the right color scheme 
in any given situation. 








Be Wary of Better General Mortality — 


(CONTINUED FROM PAGE 1) 








regarding impairments may come out 
of the impairment study now in process, 
he said. 


Substandard Not Consistent 


Mr. Webster said that some companies 
have investigated their substandard ex- 
perience recently and the results are not 
at all consistent. Mutual Life, for ex- 
ample, found that its substandard classes 
were returning a very much better than 
expected mortality and in setting up a 
new substandard program it was able 
to reduce the extra premiums. 

In other companies the mortality pat- 
tern seems to have followed more closely 
the extra premiums charged. He said 
that in any event, nearly all the experi- 
ence indicate that if there is any margin 
in the extra premiums it can and should 
be absorbed by extending the scope of 
the substandard classes, for:example, by 
extending the first substandard class 
from 130-140 to cover numédrical ratings 
130-160. 

There is also the matter of making 
certain that extra charges for each im- 
pairment are adequate, said Mr. Web- 
ster. Very few companies are able to 
measure their mortality on individual 
impairments. They have to rely on 
the joint mortality studies, even though 
such experience is not homogeneous, 
and on studies made by individual large 
companies, even though they may re- 
flect the underwriting policy of a single 
company. However,, these defects are 
not sufficiently important to prevent 
any company, however small, from 
watching its substandard business to 
make sure that its treatment of sub- 
standard policyholders is fair and ade- 
quate, said Mr. Webster. 

He quoted Pearce Shepherd, vice- 
president and associate actuary of Pru- 
dential, saying the underwriter’s job is 
to determine the price ranges in terms 
of dollars and cents for the insurance 
to be offered; to label each risk for 
assignment to its proper price classi- 
fication; and to check to see that the 
price charged for each class and for 
each impairment is fair and adequate. 


Up to the Actuary 


The determination of the price ranges 
is primarily the function of the actuary, 
since he is responsible for premiums, Mr. 
Webster said, but pointed out that the 
actuary’s decisions affect the underwrit- 
er because they will be based upon the 
ranges of the classes. There are ad- 
vantages and disadvantages in using 
wide and ‘narrow ranges. There are also 
various methods of charging extra pre- 
miums to meet the extra mortality. 

There will necessarily always be 
quite an element of inexactness about 
mortality experience on impairments be- 
cause not a great deal is known about 
the incidence of extra mortality. Even 
the classification of extra mortality as 
constant, increasing or decreasing, is 
not in itself accurate, as there are im- 
Pairments in which mortality is some- 
times constant and later increasing and 
decreasing. 

If the statistical background covered 
several generations and the mortality 
pattern did not change in the mean- 
time, “we could allot each impairment 
according to. its mortality incidence.” 
However, Mr. Webster said that “our 
Statistical knowledge is unlikely ever to 
be that good because mortality is con- 
stantly changing.” Even the general pic- 
ture. of substandard business indicates 
that the curve of substandard mortality 


tends to approach the standard as time 
goes on. 

There are also practical considerations 
in setting up premium classes. Also, it 
is well to remember that fine, theoretical 
distinctions as to the incidence of mor- 
tality may not mean much in dollars 
and cents of extra premium when the 
mortality is spread over the duration of 
a policy contract. 


CHANGE IS RELATIVE 








Mr. Webster said that since any im- 
provement in general mortality will af- 
fect all individuals, although in varying 
degrees, it might be expected that there 
would be an improvement in substandard 
mortality corresponding to that in stand- 
ard mortality. However, this is more 
likely to ‘be relative than absolute. If 
standard mortality drops from four to 
three per 1,000, an impairment showing 
150% mortality would have six deaths 
per 1,000 under the old scale and 4% 
under the new, a relatively much greater 

(CONTINUED ON PAGE 20) 








Chicago Fraternal Producers 
Compare Selling Experience 


A number of human interest stories 
from the experience of fraternal sales- 
men enlivened a luncheon meeting of 
Fraternal Underwriters Assn. of Chi- 
cago. There were 26 persons present to 
hear Robert Benson, Lutheran Broth- 
erhood; John P. Haus, John F. Gierke, 
and Eugene R. Theiss, Aid Assn. for 
Lutherans; Mrs. Cecelia Zabilka, Royal 
League, and Mrs. Viva T. Shonkweiler, 
Protected Home Circle. 

The next meeting will be a free lunch- 
eon for all paid members on July 15. 
The speaker will be Thomas M. Gal- 
breath, chief administrator of the Social 
Security Office in Chicago. 

It was announced that membership in 
the Chicago group at April 16 stood 
at 52. 


ee 


No life insurance program is really complete unless it has the 
provision for disability income . . . and “Berkshire Disability 
Income Benefit with Life Insurance” has everything it takes 
to make it an attractive, easy-to-sell answer to that problem. 
If you can get this preferred risk coverage for your clients, 
they should not be without it! 


OS 








@ BASIC POLICY AUTO- 
MATICALLY MATURES. On 

\ certain plans, if the policy 

, is in force and the insured 
(originally disabled before 
, Age 55) is still disabled at 
Age 65, the policy will then 
be automatically matured 
as an endowment for the 
Sum Insured. 





Berkshire’s 
Disability Income 
Benefit with Life 

Insurance 

_—_— 
























@ MONTHLY INCOME 
PAYABLE TO AGE 65 during 
such Total Disability, or un- 
til the maturity or expiry 
of the policy, if earlier. 














@ $250 PER MONTH MAXI- 
MUM DISABILITY INCOME 
AVAILABLE. Minimum Basic 
Policy — $2000 or $20 
Monthly Income. 
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5057 WOODWARD 


AVENUE ® 


Déescover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 

You will find great financial and personal _ 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 


Write today, for 
complete information. 






MACCABEES 


LEGAL RESERVE INSURANCE 






DETROIT 2, MICHIGAN 











Sales Ideas That Work 


Good Sales in Helping 
Hold “Junior Key-Men" 


difference 
this amount and the net premium. Since 





Many corporations are having con- 
siderable trouble in holding their young- 
er men of ability against the blandish- 
ments of competitors. These are not 
key-men in the sense that the business 
would tend to fall apart without them 
but they are recognized as key-men of 
the future and it is a serious problem 
when they have to be replaced. ‘ 

Peter B, Fleming, general agent of 
Mutual Trust Life at New York, 1s 
making good use of this situation in 
selling what he calls “junior key-man 
insurance.” 

Essentially Mr. Fleming's — plan is 
built around using a substantial amount 
of life insurance, which the corporation 
helps the young man buy at a bargain 
rate—but which he would lose if he were 
to leave. 

This attraction is so set up that $50,- 
000 or $100,000 at age 65 costs the em- 
ploye over a 20-year: period only about 
as much as a $5,000 or $10,000 ordinary 
policy if purchased in the usual way. 

For example, a $100,000 policy at age 
35, funded over a 20 year period, costs 
the employe about $230 a year. Here is 
how it works: The corporation pays the 
increase in cash value each year and the 


* 






An effective, 16-page pictorialized 
visual aid for simplified program- 
ming... leads prospects to do their 
own planning because it illustrates a 
short, direct road to financial security. 
Needs and benefits are pictured and 
dramatized for clarity and effect. This 
is one of many selling aids supplied 
by General American Life to give 
“more power to men in the field.” 


employe pays the between 
the 


the policy it pays the premium each 
year and deducts the employe’s share 
from his salary. In order to make a 
low-level premium for the employe, the 
firm can fund it over a 20-year period 
for him. 

Should the junior key-man die, the 
firm gets the current cash value of his 
policy and his widow gets the dif- 
ference between this amount and the 
face amount. Over a 20-year period the 
amount going to the widow drops from 
$100,000 to $63,000 but by that time the 
insured’s family is probably pretty well 
grown up and his income should have 
increased to where he could offset the 
decrease with additional insurance if 
he cared to, 

Since it would probably cost him 
$3,000 to $3,500 a year to replace the 
coverage if he left, the junior key-man 
would think twice before accepting a 
competitor’s offer. 

Even where the danger of loss of an 
employe to a competitor is not so acute, 
the junior key-man coverage works well, 
such as in a closed corporation where 


eneral American 


gives you more 
sales ammunition 





GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY , 


ST. LOUIS, 


MISSOURI 


firm is the applicant and owner of 


sons or nephews are the junior key-men. 
The increasing cash values cannot be 
construed as an improper accumulation 
of assets. 

Later on this set-up can be changed 
into a deferred compensation plan, If 
the plan is set up in numerous small 
closed corporations with growth pros- 
pects, an agent can start one on a 
$10,000 policy and build it up to $100,- 


000 as the company grows. On a $10,- 
000 policy at age 35, funded over a 20- 
year period, the employe would pay 


$23 a year and the corporation at no 
time ever pays in more than the current 
cash value of the policy which it owns, 
so all it actually costs it is the loss 
of a little interest. At the younger ages, 
such as 35, the firm would probably get 
back around $330 more than it paid out 
for each $10,000 of insurance if it 
cashed in the policy in the 20th year. 


Why Not Sell 
Retirement at 70? 


Why not sell the idea of retirement 
at age 70 instead of 65, Charles R. 
Corcoran, director of sales promotion 


of Equitable Society, suggested at the 
annual sales congress of the Long Island 
branch of New York City Life Under- 
writers Assn. at Hempstead. 

Life companies have been largely re- 
sponsible for the stress laid on retire- 
ment at 65, he said. Their merchandis- 
ing, sales, advertising and promotional 
practices have been pointed along those 
lines for many years. This same effort 
might easily extend man’s idea of his 
. working years another five years. There 
|are many complications involved, how- 
lever, he conceded. Social security, pri- 
vate pension plans, and the country’s 
| continuing ability to keep vast numbers 
|employed are examples. However, with 
the government in the “security” busi- 
ness and private enterprise desirous of 
| maintaining its position, he feels there 
jcould be a bridge in the extension of 
| work to the biblical three-score and 10. 
|Long term and permanent disabilities 
jas well as old age are major economic 
|hazards and with these in mind a new 
apportionment of what might better be 
handled by government and what by 
private enterprise could well result. 


| Far Too Much Term Sold 


Far too much term insurance is being 
sold today, said Kermit L. Updegrove, 
agent of New York Life. In many cases 
sale of a permanent plan would be bet- 
ter. He said that the fault might lie 
with the many new policies companies 
have issued such as family income and 
mortgage protection, but that despite 
the tremendous increase in the sale of 
term, this increase was far out of pro- 
portion to what it should be. 

Never before in the history of life in- 
surance have there been so many oppor- 
tunities for selling life policies, observed 
John J. Gill, Metropolitan Life man- 
ager at Merrick, N. Y. He urged that 
more stress be placed on sales effort 
throughout the business. 

It is of prime importance, said Milton 
J. Goldberg, actuary on the agency vice 
president’s staff, Equitable Society, for 
the actuarial and agency officers of a 
company to be in agreement on com- 
pany policy in order that the objectives 
of the company may be more easily 
accomplished. 





Webster’s H.O.L.U. Address 
(CONTINUED FROM PAGE 19) 
decline in the substandard group. 

If the decline were the same as the 
standard group expressed more properly 
as one fewer deaths per 1,000, the sub- 
standard mortality ratio would be 1.67% 
of standard. In that case the extra pre- 
mium based upon multiples of the former 
standard table would be more than 150% 
of the new standard tables but the extra 
premium may still not be more than 





adequate for the extra deaths, because 
of the inconsistencies shown up in re- 
cent investigations by companies of their 
' substandard: mortality. 
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Leigh C Cruess, vice-president and chief 
actuary of Mutual Life, talked on the 
history of the association. He sub- 
stituted for Vice-president William H. 
Dallas of Aetna Life, who was unable 
to attend. Other talks are _ reported 


elsewhere in this issue. 
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CALIFORNIA 
COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Los Angeles 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 


Certified Public Accountants 


H. 8S. Tressel, M.A.1.A. 


Aa. Ifman, F.S.A. Wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A. Ww. em, 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 




















NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 
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NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Weolfe, Corcoran & Linder 
‘ 110 John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
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VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND ® ATLANTA 
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ee a Better Life to Live! 
‘at territory in 39 states and the District of Columbia. © The Red Cross is engaged in a program to train 
20,000,000 people in First Aid work ...a front line 
siete: force to abate the consequences of flood, fire, famine, 
hurricane and other unpredictable disasters. 
6 — TO POLICYOWNERS . . $232,168,319 The job is great. The need is urgent. Now, as never 
: ) (Since 1895) before, is the time to support these worthwhile ac- - 
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Chicago’s Henry C..Hunken 
joined the Company in 1929 as 
a brokerage supervisor in New 
York and Cas held the same po- 
sition in Newark. In 1936 he be- 
came General Agent in Spring- 
field, Mass. Since 1940 he has 
been General Agent in Chicago. 














Hartford's Ralph H. Love has 
been inlife insurance since 1925. 
He came with the Company ten 
years ago as Agency Manager 
in Cincinnati. In 1945 he was 
appointed Agency Manager at 
Hartford, and in 1946 he was 
made General Agent there. 
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award 


New York’s Halsey D. Josephson 
has been in the life insurance 
business since 1930. He has 
served as agent, supervisor and . i 
general agent. He came to The 
Connecticut Mutual as General 
P : . ce Agent in New York in 1949. 
@ Congratulations to the five agencies winning 


The Connecticut Mutual’s Organization Award for 
1951. This is presented annually by President Peter 
M. Fraser in recognition of the best records in 
sound agency building and development among 


the Company's 80 agencies. 
Portland’s J. C. F. Merrifield es 
has been with the Company 
since 1927 when he joined The 
Connecticut Mutual as agent in 
Grand Rapids. He became su- a 
pervisor in Portland, Oregon, in a 
1938 and a year later was ap- 
pointed General Agent there. 


Winners of the awards are The Hunken Agency, 
Chicago; The Love Agency, Hartford; The Joseph- 
son Agency, New York; The Merrifield Agency, 
Portland, (Ore.); and The Carlucci Agency, 
Wilkes-Barre. 


The entire Connecticut Mutual organization, both 
at the Home Office and in the Field, congratulates 


Wilkes-Barre’s Frank Carlucci 
has been in life insurance 
since 1924, and in 1930 he join- 
ed the Company as supervisor at 
Wilkes-Barre. In 1937 he was 
advanced to General Agent at 
Toledo, and in 1941 returned to 
Wilkes-Barre as General Agent. 


these agencies for a job well done. 
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